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Apter tluvee years 
its otill fantastic... 


Tucson, Arizona 
October 21, 1957 


Epwarbp I. GILBERT 


Mr. Francis J. O’Brien, Vice President 
The Franklin Life Insurance Company 
Springfield, Illinois 

Dear O’B: 

What has taken place in my life during the three years I have been with 
Franklin is still fantastic to me—actually unbelievable. When I signed my 
contract with Franklin, I remember being asked if I didn’t think I would make 
at least $10,000 my first year. My answer was, “Oh, sure”; but I didn’t expect 
to. Frankly, it was hard to believe, remembering I was unable to come close to 
that figure with my previous company—even after three years of hard work. 
Yet after twelve short months, the dream had come true. I did make approxi- 
mately that amount—and after three vacations. That’s only half of the story. 
The second year my income doubled itself. 

How many professions can a man go into and make $9,353 his first year and 
$19,484 his second year—and without any capital investment? This year I 
should earn close to $22,000. 

I am even more enthusiastic today than the day I started with Franklin. With 
merchandise like PPIP and JISP, it has been easy to build a very large clientele 
in a short time plus having more good prospects than I can possibly see. 

It would be hard to tell in a few short words the many things that Franklin 


has done for me. 
Sincerely, 


Edward I. Gilbert, Jr. 


An agent cannot long travel at a faster gait than the company he represents! 





Lhe Friendly 
“IRANTKILIDN ILIIFIE company 


CHAS. E. BECKER, PRESIDENT SPRINGFIELD, ILLINOIS 
DISTINGUISHED SERVICE SINCE 1884 
The largest legal reserve stock life insurance company in the U.S. devoted 
exclusively to the underwriting of Ordinary and Annuity plans 
Over Two Billion Six Hundred Million Dollars of Insurance in Force 


SATURDAY, DECEMBER 28, 1937 
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S SERVICE 
speaks for itself 


. . . but occasionally someone feels that exceptional 
service merits a few well-deserved words of praise. 


Take the case of Alvin E. Baer, a Philadelphia 

Life General Agent in Livingston, New Jersey. 

He is accustomed to good service, but he felt that one 
particular case merited more than usual attention. 


In his own words... . 


“May I take the liberty to extend my congratulations 
to the Underwriting Department for what I believe to 
be a new record for issuing a policy. 

1 submitted a Juvenile application by mail at 
5:00 p.m. from Livingston, New Jersey, on January 
3rd, and picked up the issued policy at 8:00 a.m. on 
January Sth. In other words, 39 hours after 1 had 
mailed the application to the Home Office, 1 received 
the policy. 

Congratulations to the Underwriting Department, 
and also to those responsible for the elimination of 
inspections on Juvenile apps. They sure are giving us 
service deluxe... .” 


Naturally, we are proud of such praise, 
but, more important, it shows 

that we have achieved our goal 

of giving our Field Organization 
service that more than 

speaks for itself. 


Address inquiries to the Agency Department 


Philadelphia i ife 


INSURANCE COMPANY 


111 NORTH BROAD STREET, PHILADELPHIA 7, PA. 


Joseph E. Boettner, C.L.U., President 


James H. Burdick, Agency Vice-President 


OVER A QUARTER OF A BILLION OF INSURANCE IN FORCE 






























A WELL-BALANCED COMPANY 


Family Counselor... 


The Life Underwriter helps in the making 
of plans for the welfare and security of 
the family. 

Fidelity is proud of its life underwriters 
and family counselors and of the great job 


they are doing in the field. 


The 
FIDELITY MUTUAL 


LIFE INSURANCE COMPANY 


THE PARKWAY AT FAIRMOUNT AVENUE 
PHILADELPHIA © PENNSYLVANIA 

















H. S. HAGAN © 
President 4 










Since 1951, we've added over $70 
million insurance in force to bring our 
total over $150 million—twice as much 
as five years ago! We think that's 
Progress with a capital “P” and we'd 
like to tell you why. Grow with us! 


Midiand National 


LIF INSURANCE COMPANY 


H 0 


me a) 
orrices Watertown, South Dakota 


Woodmen of the World offers 
the most liberal contract 
available, anywhere! 


‘. WOODMEN < WORLD 


= LIFE INSURANCE SOCIETY 


” Omaha 2, Nebraska 





Among the extra advantages Woodmen 
representatives value are the many 
referrals provided by the lodge system. 
An enlarged circle of contacts and true 
friends has brought outstanding success 
to many Woodmen field men. 


For full details, write: 


T. E. Newton, Field Manager, 
Dept. 12-WNU, Woodmen of the 
World, Insurance Bidg., Omaha 2, 
Nebraska 
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Life Companies Inc. Sells Peoples Life 
And Midland National For $10 Million 


Home of New York, Giant Fire Insurer, Enters Life Field 


Via Peoples Life; C. A. Sammons Buys Midland National 


Life Companies Inc. of Richmond, 
which is sponsored and controlled by 
the Murchison interests of Dallas, has 
sold Midland National of Watertown, 
S. D., one of the three companies com- 
prising the group, and Peoples Life of 
Frankfort, Ind., which it purchased in 
July of this year but had not yet inte- 
grated into Life Companies. Midland 
National was purchased by Charles 
A. Sammons, president of Reserve 
Life of Dallas and head of a group 
of insurers in his own right. Mr. Sam- 
mons’ interests include Allied Reserve 
Life of Oklahoma City, American 
Progressive Health of Mount Vernon, 
N. Y., American Republic Life of Lit- 
tle Rock, American Security Life of 
Marshall, Tex., George Washington 
Life of Charleston, W. Va., Investors 
Life of Dallas, Professional of Jack- 
sonville, Pyramid Life of Kansas City 
and Westland Life of San Francisco. 
As of Dec. 31, 1956, the holdings were 
carried on the books of Reserve at $3,- 
667,952. 

Peoples Life was purchased by Home 
of New York for a reported $7 million 
in cash. ; 


The purchase price of Peoples Life 
was not announced but there were 
unconfirmed reports that Home paid 
$7 million for the stock. As of Dec. 31, 
1956, capital was $300,000 consisting of 
30,000 shares of $10 par value. The 
unassigned surplus at Dec. 31 was $1% 
million and there was an item “spe- 
cial surplus funds” of $750,000. Thus 
the surplus to policyholders was $2,- 
550,000. Assuming an increase since 
then of $250,000, the total would be 
in the neighborhood of $2,800,000. A 
year ago there was an investment 
fluctuation reserve of $181,848 which 
is in the nature of a surplus item and 
there was a reserve strengthening 
item of $1,250,000. Insurance in force 
at Dec. 31, 1956, was $144,140,173. As- 
suming that the insurance in force 
now stands at least $150 million and 
assuming that $7 million was the price 
paid for the stock, that would indicate 
that the price per thousand dollars of 
insurance in force was in the neigh- 
borhood of $30. That is, the cost of 
the business, on the basis of those 
assumptions, would be about $4 mil- 
lion and that, related to $150 million 
of insurance in force, produces the fac- 
tor of about $30 per thousand. The 
business is almost entirely non-par- 
ticipating ordinary insurance. 


There was a net gain from oper- 
ations in 1956, after dividends to pol- 
icyholders of $389,469. Assets stood at 
$34,284,395. Insurance written was 
ate interest earned ratio was 

Life Companies will realize from the 
sale of Peoples Life and Midland Na- 
tional about $10 million, a sum ap- 
proximating the total of its convertible 
and prior preferred stock issues. It is 


intended that the entire $7 million of 
convertible preferred will be retired. 
This stock is almost entirely held by 
the Murchisons. The $3 million of 
prior preferred stock will be substan- 
tially retired, although the decision 
as to the exact amount has not been 
reached. This stock is all owned by In- 
vestors Diversified Services of Min- 
neapolis. 

The retirement of these _ issues, 
which involve a 5% service charge, 
will free approximately $500,000 an- 
nually for distribution to common 
stockholders of Life Companies Inc. 

The purchase of Peoples Life by 
Home adds another of the large agen- 
cy stock companies to the list of those 

(CONTINUED ON PAGE 15) 


November Ordinary 
Sales Rise 13% To 
$3,884,000,000 


Ordinary life sales in November to- 
taled $3,884,000,000, up 13%, and set 
a record for the month, according to 
LIAMA. ; 

Group sales in November amounted 
to $1,120,000,000, up 36%, while in- 
dustrial sales were $465 million, down 
12%. Total sales for the month came 
to $5,469,000,000, up 14%. 

Ordinary life sales in the first 11 
months totaled a record $40,906,000,- 
000, up 26%. Group sales rose to a 
peak $12,101,000,000, up 24%. Indus- 
trial sales were $5,707,000,000, down 
4%. Total year-to-date life sales 
reached a record $58,714,000,000, up 
22%. 

LIAMA’s group sales figures repre- 
sented new groups established and not 
additions to existing contracts. Credit 
policies were not included, either. 





Companies Closing A Golden Year 
Despite Downturns In Many Lines 


By HOWARD J. BURRIDGE 


This has truly been a golden year 
for life companies. The volume pro- 
duced has been at a record breaking 
rate. Interest earnings will be larger 
for most companies this year than in 
recent times, and the mortality ex- 
perience has been most favorable. All 
companies are closing the year in high 
gear, and expect to show annual 
statement figures that will be very de- 
cidely on the favorable side. This is all 
in marked contrast to the fire and 
casualty companies which have ex- 
perienced the worst year since the 
San Francisco fire. 

The remarkably satisfying exprience 
of 1957 does not, of course, mean that 
the life companies are without prob- 
lems that must be solved. For ex- 
ample, recent developments have 
shown clearly that so far as most com- 
panies are concerned, too much of 
their business is being written on the 
term basis. For several years the ten- 
dency of most agents to write a great- 
er amount of term insurance has been 
apparent, and this year’s production 
of term is at an all-time high. 

_ 

There are some who believe that 
agents are adopting the easiest course 
when they write term insurance. The 
rates are very much lower than for 
other forms, and it is easier to close 
a case by being able to quote the 
term rate. If the total amount of term 
insurance written continues to rise in 
the same proportion that it has during 
the past few years, it could constitute 
quite a problem for the companies. 

The industrial and combination 
companies have not made the good 
record this year that has been shown 
by the companies not writing indus- 
trial. The popularity of industrial in- 
surance is not as great as it once was. 
This may be because the average fac- 
tory worker’s income has risen to the 
point where making payments of 10 
cents, 15 cents, or 25 cents a week is 


no longer the indicated way for him to 
handle his life insurance payments. 

That this is true has been demon- 
strated by the popularity of monthly 
debit ordinary with the companies that 
write it. Industrial agents on the debit 
find they are just as able to collect 
the premiums on monthly debit or- 
dinary policies as on those written on 
the weekly basis. Much more ordinary 
life is being written on the debit with 
quarterly, semi-annual or even annual 
premiums. 


It would seem that weekly premi- 
um business is probably going to be 
less of a factor, and policies being 
written with monthly payments very 
much more popular than in the past. 
This does not necessarily mean that 
the debit system is on its way out, 
but only that the kind of business 
written by the debit agent will largely 


~change from the weekly to the month- 
ly business. It will take time for this 


to happen generally, but it seems to 
be a noticeable trend. 

A problem that is still to be solved is 
that having to do with the public ac- 
ceptance of the agent. That is, the in- 
stitution of life insurance stands high- 
er in the estimation of the public than 
does the average agent. Somehow, and 
in whatever way may be necessary, 
the companies must identify the agent 
with themselves so definitely that the 
agent will be held in the same high 
esteem as themselves. This will re- 
quire a bit of doing, and no one should 
believe that it will be easy, but it is a 
problem that must be solved. 

Agents as a whole are far from 
happy over the fact that so many 
companies are writing so much group 
insurance in such large amounts. Ob- 
jections to this have been voiced by 
producing agents everywhere, but the 
tendency in the direction of large 
group cases has certainly not been 


(CONTINUED ON PAGE 15) 


Oppose Regulation 
Of Unilateral 
Welfare Funds 


Insurers And Bankers Say 
N. Y. Should Limit Law To 
Jointly Operated Funds 


NEW YORK—A proposal to extend 
the 1956 employe welfare fund act to 
regulate funds administered unilater- 
ally by employers and labor organiza- 
tions was roundly criticized at a hear- 
ing conducted by the insurance and 
banking departments. The law pres- 
ently is restricted to jointly adminis- 
tered funds and programs. 

Life Insurance Assn. of America and 
American Life Convention see the pro- 
posal as broadening the law to cover 
all employe welfare funds and all 
group insurance, Albert Pike, actuary 
of LIA, told Robert J. Malang, deputy 
insurance superintendent, who pre- 
sided. The unilateral funds need not 
be put under the law, Mr. Pike said. 
The business accepts the seamy side of 
the law’s disclosure rules in the public 
interest. 

Since the law is only a year old, 
more experience should be obtained 
before considering any amendments, 
said J. Paul Quinn, counsel of Health 
Insurance Assn. of America. New 
York should not make any hasty 
changes because other states look to it 
for leadership, he added. 


William F. Lackman, vice-president 
of Guaranty Trust Co. of New York 
and chairman of the employe’s bene- 
fit fund committee of New York State 
Bankers Assn., said his committee al- 
so finds no evidence that unilateral 
funds should be brought under the 
law. The banks and trust companies 
which act under employe welfare 
plans are professional trustees with 
many years of experience in handling 
all kinds of trust funds within the 
principles of law and practice that 
govern trusts. A recent banking de- 
partment study of all bank-trusteed 
plans in the state disclosed no abuses. 

In unilateral plans, employers keep 
a watchful eye on the administration 
of the trust funds because any de- 
pletion of the fund might impose a di- 
rect burden on the company, Mr. 
Lackman pointed out. In addition, the 
corporate trustees of the funds are 
supervised by government authorities. 

However, he added. the individuals 
who act as trustees of jointly ad- 
ministered plans are not professional 
trust administrators, yet normally 
have broader powers than corporate 
trustees. Corporate trustees are limit- 
ed to receiving funds from employers, 
investing the money, holding the in- 
vestments and paying the money sole- 
ly on the instructions of the employ- 


ers or a committee created by em- 


ployers. On the other hand, the trustees 
of a joint fund often determine what 
portion of the money they receive will 
be used for providing benefits. They 
may select the methods of providing 


(CONTINUED ON PAGE 14) 





FieNATIONAL UNDERWRITER 


Does Extraterritoriality Fuss Portend 
Finish Of N. Y. As National Arbiter? 


By ROBERT B. MITCHELL 


NEW YORK—Extraterritoriality— 
the way that New York exercises 
control over three-quarters of the life 
insurance business in force in the 
United States—has long been resent- 
ed by many of the companies that are 
thus subjected to the tough regula- 
tory standards of a _ single state 
wherever these companies operate. 
Until comparatively recently there 
wasn’t much point in even thinking of 
relief from the yoke. The best that 
could be hoped for was to keep it 
from rubbing any spots raw. 

But now New York’s extraterritor- 
ial laws are up against similar laws 
in other states. At present there are 
only four other states where this is a 
problem. They are Maine, Michigan, 
Ohio and Pennsylvania. 

The storm center of the moment is 
minimum group-life rates but it has 
been sufficient to open up the entire 
question of extraterritoriality, This 
could quite conceivably spread to take 
in New York’s section 213 governing 
adquisition expenses. Perhaps even 
sooner it could affect the provisions 
in the New York law which make it 
necessary for an out-of-state insurer 
to comply “in substance” with the 
New York laws applying to domestic 
insurers. 

The exterritoriality problem is suf- 
ficiently serious so that the National 
Assn. of Insurance Commissioners, at 
its recent midyear meeting here, ap- 
proved a long-range study of extra- 
territoriality. 

Meanwhile, in an attempt to do 
something about the immediate prob- 
lem of minimum group-life rates, rep- 
resentatives of the five states having 
extraterritorial laws are scheduled to 
get together and see what they can 
work out so that there will be no 
cause for insurers to complain that 
they are being put in the impossible 
situation of being ordered by one 
sovereign state to do what another 
sovereign state prohibits. 

All hands are quite aware that if 
there is this sort of dilemma for 
insurers it would constitute an open 
invitation for the federal government 
to move in and assert its authority. 

If the states with extraterriorial 
laws are forced to back down on their 
right to regulate beyond their borders 
what rates are charged for group life 
insurance, it will certainly give heart 
to those companies that are tired of 
being subjected to New York’s ac- 
quisition expense controls not only in 
New York but everywhere the com- 
panies operate. 

Many life insurers are well pleased 
with the limits set by New York and 
want no change. In fact, they are 
quite happy about the freedom from 
pressure that section 213 provides. 
But others would very much like to 
be free of section 213’s restraints. 
A few might like to go hog wild but 
for most the restraints of competition 
and a reputation for reasonableness 
in costs would doubtless serve to pre- 
vent acquisition costs from getting 
out of hand, just as has been pretty 
much the case with companies not 
subject to New York law. 

The restraints imposed by New 
York go back to the Armstrong in- 
vestigation of life insurance of half a 


century ago. The scandals that were 
dredged up by the Armstrong com- 
mittee and its counsel, Charles Evans 
Hughes, impelled the legislature to 
pass regulatory laws that were ex- 
tremely tough—much tighter than the 
New York law of today, in fact. 

It was felt that it would do little 
good to limit acquisition cost excesses 
only on business done in New York 
or on business done only by New 
York domici'ed companies. The limits 
should appiy to all business done by 
all licensed companies, wherever they 
were domiciled, if they wanted to 
have the privilege of doing business 
in New York. 

For a time this worked without 
causing too many complaints. If the 
extraterritorial laws of New York 
were a hair-shirt, they were also a 
symbol that the company was under 
the jurisdiction—everywhere it oper- 
ated—of the famous and strict regula- 
tory laws of New York. In the days 
when there were relatively few 
strong competitors not subject to New 
York laws, the problem of competing 
for agents against companies that 
were able to pay a 100% first-year 
commission was not overly serious. 

But as the business grew, some of 
the companies not subject to New 
York law grew very fast. They be- 
came competition that could not be 
shrugged off. In fact, of the 30 top 
companies in insurance in force as of 
Jan. 1, 1957, 11 are not licensed in 
New York. As other states developed 
insurance codes fully adequate to the 
task, though less harsh than New 
York’s, the argument to the prospect 
that he wouldn’t want to buy from a 
company not regulated by New York 
began to lose a good deal of its co- 
gency. 

The _strait-jacketed fix of New 
York-licensed companies, particularly 
the smaller ones, came to a climax a 
few years ago. They finally got a 
measure of relief from the New York 
legislature. Those insurance execu- 
tives and their field forces who were 
“on the spot” at that time are un- 
easily aware that if conditions were 
to change and make the present ac- 
quisition expense limits too strict, it 
would take a lot of time and per- 
suasion to get the situation corrected. 


Another manifestation of the long 
arm of New York’s insurance laws 
was the denial of Connecticut General 
Life’s proposal] to buy National Fire 
of Hartford. It was strictly a Con- 
necticut transaction—but the law of 
New York has a provision that a life 
company can’t own control of a fire 
company. 

There have been hopes that New 
York would alter its laws to make it 
possibie for an out-of-state life com- 
pany to own control of a fire-casualty 
insurer if the life company has 
enough surplus to take care of all its 
obligations after buying the non-life 
insurer. But among the laws sought 
by the New York department for 
1958 enactment is a measure making 
it clear that ownership of control of a 
fire-casualty insurer would be pro- 
hibited even if there were noquestion 
of the life company’s ability to buy 
the fire-casualty insurer out of extra 
surplus. This measure would prohibit 
such a tie-up as violating the law 
against doing more than life, annuity 
or A&S business. 

e 

The extraterritoriality problem has 
been heightened by the Southeastern 
Underwriters Assn. Supreme ‘Court 
decision of 1945 because the resultant 
McCarran-Ferguson act—public law 
15—said that insurance regulation 
should remain with the states, pro- 
vided they really regulate. As state 
after state has spruced up its laws 
and regulatory practices, there has 
been a multiplication of chances to 
collide with the extraterritorial pro- 
vision of the New York law. At the 
same time there has been a lessening 
of the effectiveness of the argument 
that New York had to legislate and 
regulate for the insurance business 
nationally because so few other states 
had effective insurance laws. Thus, 
the extraterritoriality states, most 
notably New York, are placed in the 
position of inviting federal regulation 
to straighten out the resultant chaos 
unless they recede from their tradi- 
tional attitude that being licensed in 
a state means obeying its laws every- 
where, if that is what the law speci- 
fies, But it seems far more likely 
that ways will be found to ease ex- 
traterritoriality conflicts “within the 
lodge” of state supervision. All of 
which could well open the door to a 
reduction in what many consider to 
be the unnecessary strictness of 
several aspects of the New York in- 
surance law. 








Shown at Earl C. Jordan agency, Massachusetts Mutual Life, Chicago, victory 
celebration, from left, Gerry Scott, associate general agent; Harry Mayer, Rob- 
ert H. Hannon, Mr. Jordan, John Breese, James Levi and Kenneth Gorgal. 
The “newspapers” held tell the story of $8,051,672 of ordinary written in 23 
days by the agency in the company’s “Quota Buster” contest. For the year of 
1957, $25,387,000 of ordinary production put the agency in second place na- 
tion-wide; $2,600,000 was paid for in December to make this total. 
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Metropolitan Life 
Advances D. S. Craig 


NEW YORK—Douglas S. Craig ha 
been appointed a vice-president 9 
Metropolitan Life 
and placed in 
charge of home of. 
fice administration 
of individual in. 
surance. 

Mr. Craig, pre. 
viously 2nd vice. 
president, has bee, 
with the compan; 
since 1925, and ha 
been an office 
since 1940. He is; 
fellow of Societ 
of Actuaries, ani 
is a member of a family long distin} 
guished in the actuarial profession 
both his grandfather, James M. Craig 
and his father, James D. Craig, havin; 
been outstanding actuaries and Met 
ropolitan Life executives. He is pas 
president of Home Office Life Under. 
writers Assn. 

Associated with Mr. Craig in his ney 
post will be John C. Timmermann, 2ni 
vice-president. Mr. Timmermann pre. 
viously had administrative supervisio 








Douglas S. Craig 


of Metropolitan’s industrial insuran¢ 
department. 

Other year-end advancements }; 
Metropolitan: 


To 3rd vice-president: Frank E. Jor. 
gensen and Henry E. Mellin, group in 
surance; Lawrence G. Gilliam ani 
Maurice F. Goodbody, city mortgage 
and John E. Lowther, ordinary and in 
dustrial insurance. 

To associate actuary, Roy R. Benj 
min, group actuarial. 

To assistant superintendent of agen- 
cies, Charles L. Pate, field manage. 
ment. 

To assistant vice-president, John A 
Bertrand and Carl H. -Huebner, cit 
mortgages; Ralston W. Hodgson ant 
John H. Thompson, Pacific Coast heat 
office; and Robert W. Ernsdorff, Can 
dian head office. 

To assistant actuary, Frank W. Bies 
and John S. McCoy, group actuarial 
and Frank H. Byron, William Gould 
and Paul H. Knies, personal insurance 
actuarial. 

To assistant medical director, Dr 
Paul S. Entmacher. 


Life Insurance, Mutual 
Funds On N. Y. Card 


NEW YORK—Life insurance ané 
mutual fund advocates will be facing 
each other on a panel discussion at the 
Jan. 9 educational meeting of New 
York City Life’ Underwriters Assi. 
Speaking on behalf of life insuranc 
will be Michael P. Coyle, agent o 
Phoenix Mutual, New York City, and 
David B. Fluegelman, general agett 
Connecticut Mutual, New York City. 
Representing the mutual fund inter 
ests will be Edward B. Burr, execu: 
tive director, National Assn. of In- 
vestment Companies, and Harold X 
Schreder, executive vice-president 0 
Distributors Groups Inc. and Grou? 
Securities Inc. Donald F. Barnes, vice 
president of Institute of Life Insul- 
ance, will act as moderator. He wil 
invite the audience to question th 
speakers at the conclusion of the pro 
gram. 
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Three Associations Distributing Tax 
Study Showing Impact On Policyholders 


WASHINGTON—A _ comprehensive 
historical and analytical study of fed- 
eral taxation of life companies is being 
sent to their member companies by 
American Life Convention, Life In- 
surance Assn. of America and Life 
Insurers Conference. 

The memorandum is the product 
of intensive study the joint tax com- 
mittee of the three associations. This is 
the first time the life insurance busi- 
ness has prepared so detailed a state- 
ment on federal taxation, presenting 
its historical development as well as 
present and future implications. 

The study discusses federal taxation 
of the companies since 1913, analyzes 
the various tax methods which have 
been applied, including the Mills law 
enacted in 1956, and develops in con- 
siderable detail the burden of taxa- 
tion on policyholder savings. 

While most life companies are stock 
companies, most of the insurance is 
mutual, the memorandum states. For 
over 35 years, federal taxation of all 
life insurance companies has been 
based on tax principles appropriate to 
mutual enterprise. 

Contrasting the taxes paid by the 
companies with those paid by other 
mutual thrift institutions, the study 
points out that if the taxes on the 
companies were computed on _ the 
same leve] as taxes presently applied 
to other mutual thrift institutions, the 
tax on the life companies would be 
reduced by nearly one-half. 

e 

The memorandum states that during 
the tax year 1955, mutual life com- 
panies paid $175 million federal income 
taxes and $142 million in state and 
local taxes, while policyholders, bene- 
ficiaries and annuitants paid an addi- 
tional $49 million in personal income 
taxes aS a result of insurance trans- 
actions. The study compares this total 
of $366 million in taxes paid on life 
insurance in 1955 to an estimated tax 
of $211 million which would result if 
life insurance were taxed on the same 
level as other mutual thrift institu- 
tions. 

Referring to the comparative tax 
burden on life insurance, the study 
says: 

“The foregoing comparisons amply 
demonstrate that federal taxes paid 
by life insurance companies out of the 
income earned on policyholder savings 
are an onerous burden to place on 
savings and make life insurance the 
most highly taxed form of private 
thrift in America. Since it is in the 
national interest that the American 
people be encouraged to provide their 
own economic security, it is disturb- 
ing that life insurance policyholders 
are taxed so heavily. It is also a mat- 
ter of grave concern to the life insur- 
ance business that those who put their 
savings in other thrift institutions fare 
better from a tax standpoint than life 
insurance policyholders and annui- 
tants.” 

e@ 

The memorandum reviews the ex- 
tent and scope of life insurance cover- 
age and ownership in this country to 
emphasize where the principal burden 
of taxes paid by a life insurance com- 
pany ultimately falls. It points out that 
while there is a large aggregate cover- 
age, life insurance ownership aver- 
ages less than $4,000 per individual 
policyholder and about $7,600 for ev- 
ery family in the country. Emphasizing 
the role of small savers as purchasers 
of life insurance, the study shows that 


the average family pays about $16.50 
a month for life insurance and an- 
nuities, and that only about 20% of 
the adult population has coverage in 
excess of $5,000. 

“It is clear from these figures that 
life insurance serves primarily the 
small savers of the nation and is their 
principal means of providing a meas- 
ure of security for themselves and 
their dependents. This is further es- 
tablished by the fact that there are a 
great many more life insurance pol- 
icyholders than there are income tax- 
payers. Thus the principal burden of 
any federal income tax paid by a life 
insurance company ultimately falls on 
people who have very modest incomes, 
so small in many cases that these 
policyholders do not pay an individual] 
income tax. This is one of the reasons 
why Congress, as a matter of sound 
public policy, has for many years con- 
cluded that life insurance companies 
should not be taxed on the same basis 
as purely commercial corporations,” 
the study states. 

e 

Turning to the history of federal 
taxation of life compaies, the associa- 
tions’ memoradnum states that from 
1913 to 1921 life insurance compa- 
nies were taxed under an adaptation 
of the income tax law applicable to 
general corporations. This is usually 
described as a tax based upon the gen- 
eral corporate method. It was aban- 
doned in 1921 as unsatisfactory both 
to the government and the companies. 
Since 1921 every federal income tax 

(CONTINUED ON PAGE 16) 


LIAMA Boosts Huey, 
Reid And 9 Others 


Burkett W. Huey, associate director 
of LIAMA’s company relations di- 
vision since 1954, 
has been promot- 
ed to director of 
institutional rela- 
tions. Also elected 
an officer, he will 
have manage- 
ment _ responsibil- 
ities in addition to 
liason activities 
with other life in- 
surance trade as- 
sociations. He en- 
tered the business 
with Provident 
Life of Bismarck, N. D., in 1936 and 
advanced to regional superintendent 





B. W. Huey 





Donald Bramley W. O. Cummings 
of agencies. He joined LIAMA as sen- 
ior consultant in 1948. 

Charles K. Reid II, who joined 
LIAMA as a consultant in 1953 and 
became senior consultant in 1954, has 
been advanced to associate director 
of the company relations division. He 
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° friends in the industry for 
° a happy and prosperous 
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entered the business with Union Cen 
tral in 1935, joined Connecticut Gen- 
eral seven years later and went with 
Lincoln National at Washington in 
1947. 

Donald Bramley, who joined LIAMA 
as a consultant in 1952 and became 
a senior consultant in 1954, has been 





T. B. Leavitt 


Cc. K. Reid Il 


promoted to director of managerial 
training. He entered the business with 
John Hancock in 1946 and advanced to 
regional supervisor for northern New 
England. 

William O. Cummings, who joined 
LIAMA as a consultant in 1953 and 
became a senior consultant in 1954, 
has been advanced to director of ex- 
ecutive training. He entered the busi- 
ness with Aetna Life at Chicago in 
1938 and later was with Connecticut 
Mutual and Continental Assurance. He 
was named advertising and publicity 
manager of Kansas City Life in 1946. 
He was named a Huebner scholar in 
1948 and a Huebner fellow in 1949, 
serving until 1951 as a special con- 
sultant on American College’s man- 
agement program. 

T. Benson Leavitt, who joined 
LIAMA as a consultant in 1955 and 
became a senior consultant in 1956, 
has been promoted to director of spe- 
cial services. He was with the Ohio 
department for three years before 
joining the actuarial department of 
American United in 1944. He rose to 
director of agency service. 

John A. Antoinetti and Robert C. 
Nuckols were promoted from associ- 
ates to program directors in the re- 
search division. Mr. Antoinetti, with 
LIAMA since 1948, does research on 
A&S. Mr. Nuckols, on the staff since 
1951, does research on job satisfaction 
and morale and handles consumer 
surveys. 

Paul W. Thayer, with the research 
division since last year, has been pro- 
moted to associate program director. 
He is in charge of the division’s train- 
ing unit. 

Howard H. Becker, administrative 
assistant in the company relations di- 
vision since 1948, has been advanced 
to assistant secretary of LIAMA. He 
entered the business as a claims ad- 
juster of Liberty Mutual in 1940. 

Richard N. Boulton and Lyle B. Pel- 
ton, who joined LIAMA as consult- 
ants earlier this year, were advanced 
to senior consultants. Mr. Boulton for- 
merly was sales promotion manager 
of Phoenix Mutual. Mr. Pelton for- 
merly was manager of field training 
of Monarch Life. 


Midland Mutual Agents’ 
Unit Names Klingensmith 


George W. Klingensmith, general 
agent . Pittsburgh for Midland Mu- 
tual since 1945, has been elected pres- 
ident of the executive committee of 
the company’s General Agents Assn. 
Lewis Ashworth, general agent at 
Marion, O., became a new member 
of the committee. The executive com- 
mittee meets twice a year with home 
office executives and serves as a forum 
for interpreting and voicing field prob- 
lems and suggestions to management. 
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Begin Work On Hancock 
Western Headquarters 
In San Francisco 


Demolition of three buildings on the 
site of John Hancock’s new 15-story 
office building in downtown San Fran- 
cisco has begun. According to Ray- 
mond Deston, western vice-president, 
construction will begin early in 1958 
and should be completed by the spring 
of 1959. 

Located at 255 California street at 
the corner of Battery street, the build- 
ing will be of reinforced concrete, 
faced with dark polished granite. It 
will be fully air-conditioned and will 
provide basement parking facilities for 
60 cars. More than 100,000 square feet 
of floor space will be available for 
rental on a long-term lease basis. 

The structure will serve as western 
headquarters for the company and will 
provide service to seven western states 
‘and Hawaii. It will serve to further 
centralize sales, investment and ad- 
ministrative functions in this area. 

The first floor will be for commer- 
cial use. The second floor, featuring 
a garden and balcony, will house the 
executive offices of western headquar- 
ters. Above will be 12 modern office 
floors with natural light and a view 
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on all four sides. Windows set in 
bronze frames are gray, heat-absorb- 
ing, glare-reducing glass to give ten- 
ants visual comfort and to harmonize 
with the other exterior metals. 
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PROVIDENT MUTUAL President 
T. A. Bradshaw addresses manage- 
ment personnel at the announcement 
meeting for the more than 50 changes 
and innovations included in the pro- 
gram for individual life, A&S and an- 
nuity contracts. 
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GET FURTHER FASTER! 


... here are five main reasons 


1. Two quality products: Monarch 
men can offer every prospect com- 
plete protection—non-cancellable, 
gvaranteed premium rate health 
and accident, and participating 
personal and business life. Result: 
quality policies for all of the 


prospect's needs! 


2. Intensive sales training: Mon- 
arch men are trained at our Home 
Office Training School, followed 
up by agency training meetings, 
correspondence courses and ad- 
vanced training school sessions. 
Result: the training necessary to 


do the job! 


3. Practical financing: Monarch 
men enjoy the benefits of an in- 
centive bonus plan for their first 
two years, which provides income 
to a satisfactory level. Result: 
establishment in business without 
indebtedness! 
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4. Group sales: Monarch men can 
offer group insurance as well as 
ersonal insurance—group disa- 
ility income, group hospitaliza- 
tion, and group life. Result: no 
missed sales opportunities! 


5. Management opportunities: 
Monarch men only are chosen as 
our agency supervisors, training 
school instructors, general agents 
and Home Office agency execu- 
tives—without exception. Result: 
a management training program 
that is working! 


Want more details on why | 
| Monarch men get further 
faster? | 
Write to our Dept. PR-9. 


INSURANCE COMPANY 
SPRINGFIELD, MASSACHUSETTS 
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Provident Mutual Makes More Than 50 
Changes In Life, A&S, Annuity Plans 


PHILADELPHIA—Provident Mu- 
tual Life announced an entirely new 
insurance program, embodying the 
greatest number of changes in its 93- 
year history, at a special meeting of 
management personnel held here. 

More than 50 changes and innova- 
tions are included in the program for 
individual life, A&S and annuity con- 
tracts. A new group plan for small 
business and a group pension portfolio 
were introduced. A new career con- 
tract for agents will become effective 
on Jan. 1. New Provident Mutual 
group life and single plan major med- 
ical is available for qualified agents 
and agency employes for the first 
time. 

Of major interest is a general re- 
duction in the standard premium rates 
of all plans of individual life policies 
and annuities, combined with grading 
premiums by size of policy, and a new 
and increased dividend scale effective 
Jan. 1. Because premiums on policies 
already in force cannot be reduced, in 
line with Provident Mutual’s equitable 
treatment of all policyholders, divi- 
dends on policies issued since March 
1, 1935 will vary by size of the policy. 
The amount set aside for distribution 
in 1958 is approximately 11% more 
than if the 1957 scale had been con- 
tinued. 

In the new rate structure, “basic 
premiums” are used for policies up to 
$4,000. On policies larger than $4,000 
there is a quantity discount of $2 per 
$1,000 yearly for each $1,000 over the 
$4,000. This produces a gradually re- 
ducing average premium per $1,000 
as the amount of insurance increases. 
The following illustrations show the 
effects of the new lower premiums 
and the quantity discount: 


Premium on New Basis per 


$1,000 on Policy for Premium $1,000 on Policy for Reductin} 
$4,000 On Old $4,000 ; on $10,00 

Age orLess $10,000 $25,000 $100,000 Basis orLess $10,000 $25,000 $100,000 Polic; 
Ordinary Life 

25 $20.01 $18.33 $138.09 $21.44 $1.43 $2.63 $3.11 $3.35 12.3% 

35 26.30 25.10 24.62 24.38 28.50 2.20 3.40 3.88 4.12 119 
20 Payment Life 

25 $32.24 $31.04 $30.56 $30.32 $33.84 $1.60 $2.80 $3.28 $3.52 8.34 

35 38.55 37.35 36.87 36.63 40.92 2.37 3.57 4.05 4.29 87 


Term insurance policies and riders 
also share in the general rate reduc- 
tion and in the quantity discount (on 
decreasing term policies the quantity 
discount is based on 60% of the initial 
amount.) The rate reductions are 
greatest at the younger ages, in some 
instances being more than 30%. 

In general there is a reduction in 
the extra premiums for the disability 
provisions, accidental death benefits 
and the protected premium agree- 
ment. Single premium annuity rates 
have been revised and modernized. 
This has resulted in significant reduc- 
tions in costs at all ages. To illustrate: 


SINGLE PREMIUM ANNUITIES Per $100 Yearly Income 


Life Annuity Instalment Refund Life Annu) 
Life Annuity Instalment Refund Life Annuity 
Age New Old Reduction New Old Reduction 
Male Female Basis Basis Amount % Basis Basis Amount 4% 
60 65 $1,419.00 $1,512.20 $93.20 6.2% $1,614.60 $1,903.90 $239.30 15.24 
65 70 1,205.20 1,276.60 71.40 5.6 1,442.30 1,704.00 261.70 154 
70 75 998.20 1,053.90 55.70 5.3 1,271.50 1,509.60 | 158 


A&S insurance production is show- 
ing a substantial increase. There is 
a rate reduction of approximately 6% 
in new income protection policies and 
a dividend increase in outstanding 
policies. 

Non-medical issue limits at ages 32 
days to 30 years have been raised to 
$15,000. Protector life and an in- 
creased number of term policies and 
agreements may now be issued non- 


medically. 

A new privilege has been made 
available on both new and outstanding 
endowment policies. When the recipi- 
ent of a maturing endowment does 
not wish to receive the proceeds at the 
maturity date, he may elect to defer 
the date for five years. The policy will 
remain in force as a full-paid partici- 
pating contract, each $1,000 increasing 
yearly until it is $1,104 at the end of 
five years. 

The announcement included a new 
automatic payment for paying premi- 
ums by pre-authorized check. In ad. 
dition to having lower initial premium 
rates, policies under this plan are en. 
titled to the quantity discount. Also 
the discount rate on life insurance 
premiums paid in advance is increased 
from 3% to 3.25%. 

In the group department was the 
introduction of a complete line of cov. 
erage for the small business—firm; 
with from 10-24 employes. A sale 
manual and sales promotional materi. 
al were distributed at the meeting ani 
copies have been sent to each agent 
Also announced were the new grow 
pension plans and material. These may 
be issued with the entire plan in Prov. 
ident Mutual or may be superimpose 
on already established pension 
profit-sharing plans. 

The new career contract for full 
time agents covers both active ani 
retirement years and new group life 
and single plan major medical insur. 
ance plans for agents and full-tim 
agency employes. 

The career contract for full-tim 
representatives is based on a maixi- 
mum first year commission of 55%, 
Renewal commissions are greater it 
the early years and the career con 


Reduction in Premium per Percentag| 


tract provides a contributory pension 
Group life and single plan major med: 
ical insurance is included. The per 
sion is exclusive of social security ani 
the agent does not have to retire it 
order to receive it. If he continues at 
tive after age 65 he receives the 55% 
graded contract on his new produ 
tion. 

Agents not under the career col 
tract who have at least $1 million it 
surance in force receive a 2% servitt 
fee after the 10th policy year. Min: 
mum fee payments at ages 65, 70 ani 
75 have been increased 20%. 

Some commission rates are _ beilf 


increased but on the most popult 
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plans Provident Mutual has _ alrealy 
been paying the highest percenta 
allowed under the New York law. T 
company’s contribution to the née 
group insurance and to the new pe 
sion plan much more than offsets a! 
commission-per-$1,000 reduction 
makes the new contract outstanding 
the life insurance industry, the col 
pany stated. 
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Insurance Teachers 
Meet Dec. 27-28 
In Philadelphia 


American Assn. of University 
Teachers of Insurance is holding its 
annual meeting Dec. 27-28 at the Bel- 
levue-Stratford hotel in Philadelphia. 

The Friday morning session will be 
devoted to multiple line underwriting, 
its philosophy, development and fu- 
ture. Moderator will be Harry J. Lo- 
man of University of Pennsylvania. 
Papers will be presented by Roy C. 
McCullough, general counsel of Lum- 
permens Mutual Casualty, on the 
philosophy and background of multiple 
line; by Harry Perlet, general mana- 
ger of Multiple Peril Insurance Con- 
ference, on the impact of multiple line 
on coverages, contracts and operating 
results, and by Shelby Cullom Davis, 
managing partner of Shelby Cullom 
Davis & Co., New York insurance 
stock specialists, on the impact of 
multiple line on the capital structure 
of companies. 

Alfred N. Guertin, actuary of 
American Life Convention, will ad- 
dress the Friday luncheon session on 
“Price Competition in Life Insurance.” 
Charles C. Center of University of 
Wisconsin, president of AAUTI, will 
preside. 

In the afternoon, Davis T. Ratcliffe 
of the insurance school of New York 
Insurance Society, will present a 
paper on the case method of in- 
struction in insurance. Laurence J. 
Ackerman of University of Connecti- 
eut will discuss the paper. 

A panel will be conducted on the re- 
search information available through 
Institute of Life Insurance and other 
company associations. Speakers will 
be Arthur C. Daniels, vice-president 
and secretary of the institute; Albert 
I. Hermalin, assistant director of the 
institute’s research and statistics di- 
vision; Alfred Cranwill, director of the 
institute’s information division, and 
James R. Williams, vice-president of 
Health Insurance Institute. 

The Saturday morning session will 
consist of a critique of the agency 
system. John S. Bickley of Ohio State 
university will be moderator. Roger 
Kenney of United States Investor will 
give a paper on “A General View” and 
Frank J. Schwentker of University of 
North Carolina will present a paper 
on “The Life Insurance Agency Sys- 
tem.” Richard M. Heins of University 
of Wisconsin will discuss the papers. 
Commissioner Navarre of Michigan, 
president of National Assn. of Insur- 
ance Commissioners, will speak at 
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the facilities of this 30 year 

old organization. 


PAUL TEMPLE AND ASSOCIATES 
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lunch on “Perfecting the System of 
State Regulation of the Business of 
Insurance.” Chairman will be William 
T. Beadles of Illinois Wesleyan uni- 
versity. 

The annual business meeting will be 
held in the afternoon. 


Donelan Heads Medical 
Information Bureau 


Dr. James P. Donelan, vice-president 
and medical director of Guarantee 
Mutual, has been elected chairman of 
the executive committee of Medical 
Information Bureau for 1958 to suc- 
ceed Douglas S. Craig, 2nd vice-presi- 
dent of Metropolitan Life. 

Andrew C. Webster, vice-president 
for selection of Mutual of New York, 
has been elected vice-chairman of the 
executive committee. New members 
elected to the committee are Dr. G. R. 
Collyer, medical director of London 
Life; John M. Huebner, senior vice- 
president of Penn Mutual, and Dr. J. 
Grant Irving, medical director of Aet- 
na Life. 

Continuing member of the commit- 
tee, in addition to Dr. Donelan and 


Mr. Webster, are John J. Magovern, 
vice-president and counsel of Mutual 
Benefit Life; Thomas K. Dodd, vice- 
president underwriting of Connecticut 
Mutual; J. A. Budinger, vice-president 
of Kansas City Life, and Dr. Henry 
B. Kirkland, chief medical director of 
Prudential. 


N. Y. Proposal Would Require 


Prior Approval Of Advertising 


A bill to require companies selling 
life and A&S policies to obtain the 
superintendent’s approval before pub- 
lishing advertisements, distributing 
signs or pamphlets or making other 
public announcements has been filed 
for the 1958 New York legislature’s 
consideration by Sen. Mackell of Rego 
Park. The proposal does not come 
from the insurance department. Simi- 
lar bills have been introduced several 
times in the past. 

Sen. Marro of Manhattan has filed 
a proposal to create in the state exec- 
utive department a medical care divi- 
sion to recommend a medical 
prepayment plan through insurance 
for employes and self-employed per- 
sons, using public funds to care for 
indigent persons. Both measures also 
will be introduced in the assembly. 











Pan-Coastal Of 
Mobile Purchased 
By Ala. Reinsurer 


Reinsurance Investment Corp., Birm- 
ingham holding company, has pur- 
chased Pan-Coastal Life of Mobile in 
a cash for stock transaction. George C. 
Wilkinson, president of Pan-Coastal, 
was paid $670,000 in exchange for his 
controlling interest of 240,000 shares 
plus 155,000 shares of authorized but 
unissued stock held by the company, 
representing 51% of the Pan-Coastal 
stock. 

Pan-Coastal, formed in 1953 to 
issue life and A&S policies, serves 
clients in Alabama, Mississippi, Georgia 
and Cuba. Reinsurance Investment 
Corp. plans to make its operations 


nationwide and to expand into South 
America. 

Grover C. Bryant, formerly vice- 
president of First National Bank, Birm- 
ingham, has been named new president 
of Pan-Coastal, and Everett R. Luna, 
secretary. 
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Pride of Accomplishment 


This is the time of year when the life insurance sales- 
man can take more than the usual amount of pride in 
his work — for his accomplishments through the sale 
of life insurance are being translated into the joys of 
Christmas in countless homes throughout the nation. 
The value of his efforts go far beyond the tangible 


measure of dollars and cents. 
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Life Policyholder 
Death Rate Rises 
Slightly In 1957 


For the first time in several years, 
the death rate among life insurance 
policyholders will show a slight in- 
crease in 1957, according to Institute 
of Life Insurance. The cardiovascular- 
renal diseases continue to take the 
major toll of life and are largely re- 
sponsible for the higher death rate 
experienced during the year. 

The epidemic of Asiatic influenza 
which became a cause for national 
concern late this year also has been 
a contributing factor in the higher 
mortality. Although antibiotics have 
aided in thwarting the serious after- 
effects of influenza, the epidemic, in- 
volving a new type of virus, was 
widespread and responsible for more 
deaths from respiratory diseases than 
in a number of years. A significant 
number of deaths from heart condi- 
tions, especially among older persons, 
can be attributed to the effect of the 
influenza virus. 

The number of cancer deaths will 
show a small rise in 1957. Although 
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strides have been made in the early 
detection and treatment of this dis- 
ease, it is still responsible for about 
one-fifth of all deaths. 

The fact that people now are living 
longer accounts for the high mortality 
resulting from diseases of the heart, 
circulatory system and the malignan- 
cies, according to Dr. Louis I. Dublin, 
consultant on health and welfare for 
the institute. Deaths from the infec- 
tious diseases have been decreasing 
steadily as medical science has found 
the controls for such ailments as tu- 
berculosis, pneumonia and polio. 


Tex. Insurer Told To Oust 
President Or Liquidate 


Texas insurance board has given 
Empire Life of Amarillo the choice of 
ousting its president or going out of 
business after accusing the president 
of presenting a monetary gift to an 
employe of the board. 

Charged with paying $2,000 to a 
board employe is John L. McCarty, 
president of Empire Life. Commission- 
er Harrison, who dismissed the em- 
ploye, reported that both said it was a 
gift and offered no other explanation. 
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Here's Text Of Supreme Court Opinion 
Adding Teeth To Process-Service Laws 


Here is the text of the opinion in 
which the U. S. Supreme Court con- 
ferred airtight status on state unau- 
thorized insurers service of process 
laws. As reported in last week’s issue, 
the high court ruled that the mere 
mailing of a renewal premium notice 
to a California policyholder who had 
bought a mail-order accident policy 
from an Arizona insurer, later rein- 
sured by a Texas company, was 
enough to subject the latter to the 
service of process law, even though 
neither company had ever done busi- 
ness in California. Chief Justice War- 
ren did not participate in the case, 
perhaps because it originated when 
he was governor of California. He did 
not state a reason. Justice Black wrote 
the opinion. 


Petitioner, Lulu B. McGee, recov- 
ered a judgment in a California state 
court against respondent, Internation- 
al Life Ins. Co., on a contract of 
insurance. Respondent was not served 
with process in California but by reg- 
istered mail at its principal place of 
business in Texas. The California 
court based its jurisdiction on a state 
statute which subjects foreign corpor- 
ations to suit in California on insur- 
ance contracts with residents of that 
state even though such corporations 
cannot be served with process within 
its borders. 

Unable to collect the judgment in 
California petitioner went to Texas 
where she filed suit on the judgment 
in a Texas court. But the Texas courts 
refused to enforce her judgment hold- 
ing it was void under the fourteenth 
amendment because service of pro- 
cess outside California could not give 
the courts of that state jurisdiction 
over respondent. Since the case raised 
important questions, not only to Cali- 
fornia but to other states which have 
similar laws, we granted certiorari. 
352 U. S. 924. It is not controverted 
that if the California court properly 
exercised jurisdiction over respondent 
the Texas courts erred in refusing to 
give its judgment full faith and credit. 
28 U.S. C. Sec. 1738. 


The material facts are relatively 
simple. In 1944, Lowell Franklin, a 
resident of California, purchased a life 
insurance policy from the Empire Mu- 
tual Ins. Co., an Arizona corporation. 
In 1948 the respondent agreed with 
Empire Mutual to assume its insur- 
ance obligations. Respondent then 
mailed a reinsurance certificate to 
Franklin in California offering to in- 
sure him in accordance with the terms 
of the policy he held with Empire 
Mutual. He accepted this offer and 
from that time until his death in 1950 
paid premiums by mail from his Cali- 
fornia home to respondent’s Texas of- 
fice. Petitioner, Franklin’s mother. 
was the beneficiary under the policy. 
She sent proofs of his death to the 
respondent but it refused to pay, 
claiming that he had committed sui- 
cide. It appears that neither Empire 
Mutual nor respondent has ever had 
any offices or agents in California. 
And so far as the record before us 
shows, respondent has never solicited 
or done any insurance business in 
California apart from the policy in- 
volved here. 

Since Pennoyer vs Neff, 95 U. S. 
714, this court has held that the due 
process clause of the fourteenth 
amendment places some limit on the 
power of state courts to enter binding 
judgments against persons not served 
with process within their boundaries. 
But just where this line of limitation 
falls has been the subject of prolific 
controversy, particularly with respect 
to foreign corporations. In a continu- 


ing process of evolution this court ac-neither enlarged nor 
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cepted and then abandoned “consent,” 
“doing business,” and “presence” as 
the standard for measuring the ex- 
tent of state judicial power over such 
corporations. See Henderson, The Po- 
sition of Foreign Corporations in 
American Constitutional Law, c. V. 
More recently in International Shoe 
Co. vs Washington, 326 U. S. 310, the 
court decided that ‘due process re- 
quires only that in order to subject a 
defendant to a judgment in personam, 
if he be not present within the terri- 
tory of the forum, he have certain 
minimum contacts with it such that 
the maintenance of the suit does not 
offend ‘traditional notions of fair play 
and substantial justice.’” “Id”, at 316, 

Looking back over this long history 
of litigation a trend is clearly dis- 
cernible toward expanding the permis- 
sible scope of state jurisdiction over 
foreign corporations and other non- 
residents. In part this is attributable 


to the fundamental transformation of | 
our national economy over the years, | 


Today many commercial transac- 
tions touch two or more states and 
may involve parties separated by the 
full continent. With this increasing 
nationalization of commerce has come 
a great increase in the amount of busi- 
ness conducted by mail across state 


lines. At the same time modern trans- | 


portation and communication have 
made it much less burdensome for a 
party sued to defend himself in a state 
where he engages in economic activ- 
ity. 
ee to this case we think it 
apparent that the due process clause 
did not preclude the California court | 
from entering a judgment binding on 
respondent. It is sufficient for pur-| 
poses of due process that the suit was; 
based on a contract which had sub- 
stantial connection with that state, 
Cf. Hess vs Pawloski, 274 U. S. 352;} 
Henry L. Doherty N Co. vs Goodman, 
294 U. S. 623; Pennoyer vs Neff, 9% 
U. S. 714, 735. The contract was de- 
livered in California, the premiums | 
were mailed from there and the in-| 
sured was a resident of that state 
when he died. i 

It cannot be denied that California : 
has a manifest interest in providing | 
effective means of redress for its resi- 
dents when their insurers refuse to; 
pay claims. These residents would be] 
at a severe disadvantage if they were 
forced to follow the insurance com- 
pany to a distant state in order to 
hold it legally accountable. When 
claims were small or moderate indi- 
vidual claimants frequently could not 
afford the cost of bringing an action 
in a foreign forum—thus in effect 
making the company judgment-proof. 
Often the crucial witnesses—as here 
on the company’s defense of suicide— 
will be found in the insured’s locality. 


Of course, there may be inconven- 
ience to the insurer if it is held amen- 
able to suit in California where it had 
this contract but certainly nothing 
which amounts to a denial of due pro- 
cess. Cf. Travelers Health Assn. 08 
Virginia ex rel. State Corporation 
Commission, 339 U. S. 643. There is no 
contention that respondent did not 
have adequate notice of the suit o 
sufficient time to prepare its defenses 
and appear. 

The California statute became law 
in 1949, after respondent had enter 
into the agreement with Franklin to 
assum2 Empire Mutual’s obligation to 
him. Respondent contends that appli- 
cation of the statute to this existing 
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spondent’s substantive rights and obli- 
gations under the contract. It did 
nothing more than to provide petition- 
er with a California forum to enforce 
whatever substantive rights she might 
have against respondent. 

At the same time respondent was 
given a reasonable time to appear and 
defend on the merits after being noti- 
fied of the suit. Under such circum- 
stances it had no vested right not to 
pe sued in California. Cf. Bernheimer 
vs Converse, 206 U. S. 516; National 
Surety Co. vs Architectural Decorat- 
ing Co., 226 U. S. 276; Funkhouser vs 
J. B. Preston Co., Inc., 290 U. S. 163. 


The judgment is reversed and the 
cause is remanded to the court of 
civil appeals of the state of Texas, 
first supreme judicial district, for 
further proceedings not inconsistent 
with this opinion. It is so ordered. 

The Chief Justice took no part in 
the consideration or decision of this 
case. 


N.Y. C. Managers Name 


New York City Life Managers’ Assn. 
has elected Charles J. Buesing, mana- 
ger of Mutual of 
New York, presi- 
dent to succeed 
Arthur L. Sulli- 
van, general agent 
of Fidelity Mutu- 
al. 

Benjamin D. 
Salinger, general 
agent of Mutual 


elected vice-presi- 
dent and Irving S. 
Bober, general 
agent of New Eng- 
land Life in Brook- 
lyn, was elected 
secretary. 

Elected directors for 1958 were H. G. 
Henderson, manager of Prudential; 





°C. J. Buesing 


' Wheeler H. King, general agent of 


New England Life; Harold A. Loew- 
enheim, and Clarence Oshin, managers 
of Home Life; James F. MacGrath Jr., 
general agent of U.S. Life; George P. 


California Shoemaker, general agent of Provident 


providing | 


Mutual; Arnold Siegel, manager of 
Union Mutual, and Mr. Sullivan. 

Also elected by the board by virtue 
of their standing committee chairman- 
ships were Bernard S. Bergen, general 
agent of Mutual Trust Life, planning 
committee; Donald C. Martin, Metro- 
politan Life, membership committee; 
Charles N. Barton, Union Central, law 
and legislation committee, and J. Rob- 
ert Lauer, Continental American, busi- 
ness and practices committee. 


American Life Convention 
Adds Two New Members 


American Life Convention has added 
two members—Consolidated Amer- 
ican Life of Houston and National 
Standard Life of Orlando, Fla. Total 
membership of the organization is now 
265 companies. 


Syracuse GAs Elect 


Cook New President 


Fred T. Cook, Prudential, has been 
elected president of Syracuse General 
Agents & Managers Assn. to succeed 
rid Copeland, Massachusetts Mu- 

al. 


_Also elected were William D. Bay- 
lis, John Hancock, vice-president; 
George R. Vibbert, New England Life, 
secretary; Gene T. Cashman, Monarch 
e, treasurer, and Limon _ Stiles, 
Connecticut Mutual, a director. 
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New Mortgage Loans 
Total $5.2 Billion In 
1957, Off $1.5 Billion 


Life insurance funds newly invested 
in the mortgage market in 1957 totaled 
$5.2 billion, down $1.5 billion, accord- 
ing to Institute of Life Insurance. It 
was the first decrease in five years. 
The peak year was 1956. 

A cutback in the number of new 
houses built and a decrease in the re- 
financing of properties were factors in 
the decline of new investments in the 
mortgage field, said the institute. How- 
ever, total mortgage holdings rose to 
the highest level and are estimated 
at $35.2 billion, representing more than 
a third of total assets. 

Conventional urban mortgages, rep- 
resenting loans on single or multi- 
family dwellings and commercial prop- 
erties, made up the largest share of 
mortgage acquisitions in 1957, with 
$3.2 billion of such loans accounting 
for more than half the new acquisition 
total. Total life company holdings of 
conventional mortgages reached a rec- 
ord year-end total of $17.9 billion. 

Veterans’ administration guaranteed 
mortgage loans to former servicemen 
accounted for $850 million of the new 
mortgages, about half the 1956 acquisi- 
tions. Total holdings of this type of 
mortgage amounted to a peak $7,750,- 
000,000 at the close of 1957, up $450 
million. 

Mortgage loans insured by federal 
housing administration accounted for 
$750 million of new mortgages, with 
total holdings at year-end reaching an 
estimated $6,950,000,000. The acquisi- 
tions were a sixth less than the 1956 
figure, but the holdings were up $150 
million to a new high. 

Farm mortgage loans for 1957 to- 
taled $400 million, bringing the total 
to $2.6 billion. The acquisitions were 
about a fifth less than 1956, but the 
holdings were up $100 million. 

According to the institute, life com- 
panies will have slightly more capital 
funds available in 1958 for mortgage 
financing, but the extent of their new 
investment will be measured in large 
part by the new construction, especial- 
ly of houses, which make up the great- 
er part of the mortgage investment. 


To Eye Fringe Benefit Cost 


Controlling fringe benefit costs will 
be one of the features of the confer- 
ence on personnel administration of 
National Industrial Conference Board 
at New York Jan. 16-17. Martin R. 
Gainsbrough, chief economist of the 
board, will act as chairman. 

Joseph R. Shaw, president of As- 
sociated Industries of New York, will 
discuss workmen’s compensation; Earl 
S. Willis, consultant for employe ben- 
efits devlopment division of General 
Electric, major medical; and Geoffrey 
N. Calvert, vice-president and direc- 
tor of the consulting actuarial division 
of the New York brokerage firm of 
Alexander & Alexander, keeping pen- 
sion benefits in line with inflation. 


Elect Guardian Field Advisers 


Guardian Life managers elected to 
the field advisory board for 1958 are 
Stanley B. Brooks, San Francisco, 
member-at-large for three years; John 
E. Fay, Hartford, eastern region; 
Thomas G. Herbert, Denver, western; 
John C. Mills, Tampa, southern; and 
Bernard Samons, New York, New 
York metropolitan. 

Remaining from the 1957 board are 
Holcombe T. Green, Atlanta, and 
Charles W. O’Donnell, Washington, 
D. C., members at large. Board mem- 
bers are elected by their fellow man- 
agers. 


U. Of Fla. To Conduct 
Agents Meet Mar. 27-29 


Problems facing life insurance 
agents will be discussed at a 3-day 
conference at the University of Flo- 
rida Mar. 27-29. The conference will 
be conducted by the general extension 
division of Florida in cooperation with 
the university’s college of business 
administration. 

The speakers will include Michael 
M. McKenny, director of advanced 
underwriting of New York Life; Carl 
Ernst, director of the A&S depart- 
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ment of North American Life & Cas- 
ualty, and Earle R. Bennett, genera! 
agent of Provident Life & Accident at 
Tampa and president of International 
Assn. of A&H Underwriters. 

Current practices in the use of buy 
and sell agreements, recent develop- 
ments in business uses of individual 
A&S contracts, and opportunities in 
pension planning will be covered. 

Registration is limited to 80 persons 
and the complete fee is $30. Further 
information may be obtained from 
Frank T. Adams Jr., conference co- 
ordinator, general extension division, 
909 Seagle building, Gainesville, Fla. 
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Treasury Tax Plan: Why The Secrecy? 


The Treasury department has been 
playing hard to get with its new total- 
income formula for taxing the life 
companies. Maybe there is some basis 
in precedent or protocol for this cozi- 
ness and it’s not just a symptom of 
high-handedness. But why shouldn’t 
the life industry be given a look at 
what the Treasury has in mind? The 
time for action, at most, is short. 
Why delay taking off the wraps while 
the industry is kept in the dark, de- 
pendent on rumors, until such time as 
the Treasury or Congress decides the 
proposal can be safely publicized? 

The Treasury has freely called for 
and accepted the help of life company 
taxation experts in the effort to arrive 
at a fair solution to an extremely com- 
plex and difficult problem. Why 
should the Treasury decide now that 
its proposal should be top-secret? Pos- 
sibly the Treasury is not trying for a 
tactical advantage by holding back on 
the plan it has evolved. But by acting 
as it has, it certainly manages to give 
that impression. 

Possibly the Treasury is holding back 


out of deference to Congress, contend- 
ing that only the appropriate congres- 
sional committees are empowered to 
publicize the tax proposal. If that is 
the contention, we question its valid- 
ity. It would be more of a convenient 
excuse than a real reason. But if a 
congressional committee really has 
such an iron hold on Treasury pro- 
cedure, what we have said about the 
Treasury applies instead to whoever 
is responsible in Congress. The point 
is, we cannot conceive that there is 
a really legitimate reason for holding 
back information that should have 
been in the hands of the industry as- 
sociations ever since it was put in 
final form. 

It seems quite possible that the life 
industry, in its efforts to find out the 
contents of this important bill, is be- 
ing whipsawed between the Treasury 
and Congress, each deferring to the 
other, with the net result that the life 
insurance industry is being excluded 
from important information that it is 
fully entitled to at the earliest possible 
moment.—R.B.M. 


When Should A Policy Be Replaced? 


Under what circumstances is a pol- 
icyholder making a sound move if he 
surrenders a policy or converts it to 
paid-up and replaces it with a new 
policy? In past years the orthodox ans- 
wer has been a flat “Never!” Even 
today, any other answer is widely re- 
garded as suspect. 

But the highly popular family policy 
has replaced a lot of policies. Have 
these replacements been warranted as 
being in the policyholder’s interest? 
It’s impossible to say. We’ve heard of 
cases where the policyholder was 
clearly making a stupid move in giving 
up a policy. We heard of other re- 
placements where it would be diffi- 
cult, if not impossible, to find any- 
thing unsound in the move. But even 
if the circumstances of all replace- 
ment cases were known, it would be 
impossible to tie a “good” or “bad” 
tag to them because there are no gen- 
erally accepted standards to guide 
anybody’s thinking. 

We're bringing the subject up at 
this time because the New York State 
Assn. of Life Underwriters recently 
passed a strongly worded resolution 
condemning the practice of replacing 
old policies with new as contrary to 
the public interest. It mentions spec- 
ifically the family ‘policy but doesn’t 
confine its denunciation to replace- 
ments by that type of contract. 

The resolution, reported in last 
week’s issue, states that “the public 
is not served by such replacements 
except in rare instances after detailed, 
complete comparisons are made avail- 
able to the policyowner.” That is 
where the state association collides 
with those family policy enthusiasts 
who contend that situations are by no 
means rare in which it is to the pol- 
icyholder’s advantage to drop a pol- 


icy or policies—or convert to paid-up 
—and buy a family policy instead. 

We have not made any kind of study 
or even casual inquiry to determine 
which side is right in the controversy. 
We are not taking sides and at this 
point, at least, we don’t want to be 
thought to be taking sides. We are 
interested only in promoting interests 
of the insurance-buying public, on the 
principle that in the long run this is 
best for the business. But it seems on- 
ly realistic to point out that the re- 
placement situation that the New 
York State association deplores has 
some features that make it different 
from previous epidemics of replace- 
ment—then known by the less com- 
plimentary name of “twisting.” 

The main difference is that today 
there are some eminently respectable 
people who think that in many situa- 
tions it is to the policyholder’s interest 
to buy the family policy even though it 
means that certain other policies will 
be dropped or converted to paid-up. 
These people are ready with plenty 
of examples to support their argument 
—though they would certainly not ar- 
gue that every case of replacement is 
justified. But they would certainly not 
agree, either, that the public interest 
is served by replacements only in the 
“rare instances” mentioned in the New 
York State association resolution. 

The conflict of viewpoint is not 
between those who feel as the New 
York State association does and a 
bunch of skulking twisters who know 
they are doing wrong and only hope 
they won’t get caught up with. Doubt- 
less there are some skulking twisters 
who are having themselves a field day 
with the family policy. But there are 
also a lot of people, in home offices 
and in the field, who would argue, 
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with complete good faith in their 
viewpoint, that the replacement of 
certain policies in certain situations is 
a wise move for the policyholder. 

It would seem to be in the public 
interest for the New York State asso- 
ciation or some other organization to 
analyze the types of situations and 
policies in which the family policy 
or other contracts are being sold as 
replacements. The state association 
is on record as saying there are situa- 
tions in which the public is served by 
replacements, so it would be useful to 
know what types of situations should 
be considered as warranting replace- 
ment, so that effective prohibitions or 
code-of-ethics roadblocks could be set 
up against replacements not meeting 
these standards. 

A key point in the controversy is 
whether situations warranting re- 
placement are rare, as the New York 
State association states in its resolu- 
tion, or are as common as the replac- 
ers contend. But unless there are 
standards to indicate when a policy- 
holder is justified in replacing a pol- 
icy, it is hard to say whether such 
situations are rare or not. Without 
standards, the dropping of one policy 
after buying another may be to one 
man a thoroughly justified replace- 
ment, while to another it is a nasty 
case of twisting. This conflict of view- 
point between men of good will has 
engendered some bitter feeling that is 
not good for the business. 

The most practical remedy appears 
to be to seek reasonable criteria for 
justifiable replacement. This will serve 
to spotlight the twister who sells re- 
placements with little thought for the 
policyholder’s interest. Since replace- 
ments are being made and will con- 
tinue to be made on the ground that 
they are a sound move for the policy- 
holder, doesn’t it seem wise to have 
standards by which to judge whether 
such a move really is sound?—R.B.M. 


STOCKS 


By H. W. Cornelius, Bacon, Whipple & Co. 
135 S. LaSalle St., Chicago, Dec. 24, 1957 












































Bid Asked 
Aetna Life 183 187 
Beneficial Standard 13% 14% 
Business Men’s Assurance 60 63 
Cal.-Western States 80 83 
Columbian National 64 66 
Commonwealth Life 17% 18% 
Connecticut General ..... 243 246 
Continental Assurance ..... 104 107 
Franklin Life 53% 54% 
Great Southern Life 65 70 
Gulf Life 20 21 
Jefferson Standard... 66 63 
Kansas City Life ............ccscssscseseeee 1050 1075 
Liberty National Life 2814 30 
Life & Casualty ............. 16% 17% 
Life of Virginia ... 98 100 
Lincoln National ...........sccsssssecceees 173 176 
National L. 8 A. woecccscccssccessesseeseeeres 92% 94 
North American, Il. 17% 18% 
N. W. National ........... 76 79 
Ohio State Life 2.0.0.0... cecssssssceeesees 250 265 
MT FE, TAI cccscsscessacvsossscsesnesascosecse 40 44 
Republic Natl. Life ............:cccssss 33 36% 
Southland Life .......cccsssscssssssesseeee 69 12 
Southwestern Life .........cscssscessee 92 96 
Travelers 73 4 
United, Ml. 19% 20% 
U. S. Life 26% 27% 
West Coast Life ........ssccsseccsessesssees . 40 42 
Wisconsin National ...........:cceece 60 63 


Equitable Society’s choral club sang 
at ceremonies marking the lighting of 
New York City’s 26 Christmas trees at 
the city hall. 
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PERSONALS 


Benjamin N. Woodson, president of 
American General Life has _ been 
elected to the board of Houston cham- 
per of commerce for a one-year term 
as a director-at-large. He is also chair- 
man of the chamber’s aviation commit- 


tee. 





George M. Selser, vice-president 
and secretary of United States Life, 
and William N. Wissler, cashier, were 
honored at a luncheon celebrating 
their 30th anniversaries with the com- 
pany. President Raymond H. Belknap 
presented engraved silver trays to 
poth men. The luncheon was attended 
by 25 employes, all with 15 or more 
years’ service. 


Paul Duling, director of sales pro- 
motion of Postal Life, has been named 
program chairman for the first annual 
publicity institute to be sponsored by 
New York University and New York 
City Publicity Club on Jan. 16 at 
NYU’s Gould house, Ardsley-on-Hud- 


DEATHS 


JOHN W. YATES, 62, head of Yates- 
Woods general agency of Massachusetts 
Mutual Life at Los 
Angeles, died there 
of a heart attack. 
His agency ranks 
as the leader for 
the company. En- 
tering the life in- 
surance business in 
1920 at Seattle, he 
was appointed 
general agent for 
Massachusetts Mu- 
tual in 1923 at Los 
Angeles. 

Mr. Yates’ insur- 
ance career was an active one, not only 
in his agency but in the business in gen- 
eral. He devoted a great deal of his 
time to the betterment of the life in- 
dustry and was honored by a great 
number of organizations in the field he 
served so well. His voice was a strong 
one in local and national life associa- 
tion work. 

He was a former secretary and trus- 
tee of National Assn. of Life Under- 
writers; a past president of both De- 
troit life underwriters and life mana- 
gers associations; member of the found- 
ing committee of Los Angeles General 
Agents and Managers Assn.; chairman 
of the golden anniversary committees 
of Los Angeles Assn. of Life Under- 
writers and the National association; 
chairman of the manpower committee 
of Massachusetts Mutual, and member 
of a number of other company and in- 
dustry committees. 

In 1939, Mr. Yates was presented the 
Lindberg medal by citizens of St. Louis 
for “having made as great a contribu- 
tion to life insurance as Lindberg to 
aviation.” He was awarded the Will 
G. Farrell achievement trophy in 1956 
for distinguished and unselfish service 
to the public outside of regular business 
duties. 











J. W. Yates 


CARL J. CARLSON, 49, broker with 
W. A. Alexander & Co., Chicago, died 
in Hines General hospital. He had over 
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30 years service with the company, 
starting as mail boy. Later he entered 
the life department, became cashier, 
and after World War II established 
himself as a broker. 


EDGAR D. CARLOUGH, 55, general 
agent of Mutual Benefit Life at Albany 
since 1941, died at his home at Lake 
George of a heart attack. He had been 
with Mutual Benefit since 1923 and 
was a past president of the company’s 
General Agents Assn. 


JOHN P. WOLF, 71, Elkhart Lake, 
Wis., general agent for Old Line Life 
at Milwaukee for 46 years until his 
retirement about a year ago, died 
there after a lingering illness. 


STEPHEN A. PARK, 69, since 1949 
professor of insurance in Marquette 
University college of business admin- 
istration, died at his home in Milwau- 
kee of a heart ailment. 


N. Y. Tightens Rule 


On Group Premiums 


The New York department has no- 
tified group insurers as follows: 

“This letter supplements the de- 
partment’s circular letter of March 
12, 1957, relating to agreements pro- 
viding for payments of premiums for 
the first policy year under group life 
and group accident and health insur- 
ance policies. 

“Since the writing of the above 
mentioned letter, the department’s at- 
tention has been called to the practice 
of writing group insurance policies 
containing a provision in which it is 
agreed that payment of a portion or 
portions of the premium for the first 
policy year, with or without an inter- 
est charge, may be deferred beyond 
the due date and made at a later date. 
In some cases the additional period 
for payment is referred to as an addi- 
tional grace period. 





“Inasmuch as the minimum premi- 
ums for group life insurance promul- 
gated pursuant to section 204(2) of 
the New York insurance law and pre- 
mium rates filed with the insurance 
department pursuant to section 221 (7) 
of the same law, assume that such 
premiums are payable in advance on 
their due dates, the making of an 
agreement such as is described in the 
preceding paragraph of this letter is, 
in the opinion of department counsel, 
a violation of section 204(2) and sec- 
tion 221(7) which prohibit an insurer 
from issuing any group life insurance 
or group accident and health insur- 
ance policy, within or without this 
state, on which the premium for the 
first policy year is less than the prom- 
ulgated or filed rate, as the case may 
be.” 


R.& R. Names Quarto 
To Research Post 


Pasquale A. Quarto has been ap- 
pointed director of training research 
of Insurance R&R, effective Jan. 1. 

Mr. Quarto has been a vice-presi- 
dent of Bankers National Life since 
1956. He entered the business with 
John Hancock at New York in 1937 
and advanced to field supervisor. He 
joined Life Underwriters Training 
Council in 1948 and was director of 
training. He is past president of New 
York City CLU chapter. 


Variable Annuity Bills 
Die In N. J.: To Be 
Reintroduced In ‘58 


Although the variable annuity bills 
again failed to win approval in the 
New Jersey legislature, they un- 
doubtedly will be put in the hopper 
for the fourth time after the 1958 ses- 
sion opens Jan. 14. 

The bills continue to gain strength. 
This year, they were passed by a 
substantial margin in the 60-mem- 
ber assembly. But they fell one vote 
short of the eight needed to move them 
from the 14-member Republican cau- 
cus to the senate floor this month. 
Proponents, who say they will rein- 
troduce the measures next year, were 
confident that enough Democratic 
votes could have been obtained to give 
them the 11 votes needed for passage 
in the 21-member senate. 

In 1956, the bills were approved in 
the assembly but died in the senate, 
receiving less support than in 1957. 
They failed to move in either house 
in 1955. 

According to daily newspaper re- 
ports, advocates of the bills have re- 
frained from any high-powered ac- 
tivity. They are said to feel the meas- 
ures will be enacted when their pur- 
pose is more widely understood. Pru- 
dential has strongly endorsed the 
measures. 

The three bills would permit life 
companies to sell variable annuity 
contracts reflecting investments in 
common stocks, subject to regulation 
by the insurance department. 


Oakes Is Director, 
General Counsel! Of 
Republic National 


Barry Oakes has been appointed a 
director and vice-president and general 
counsel of Re- 
public National 
Life. 

He previously 
has been associate 
counsel for 12 
years of Bankers 
Life of Iowa, and 
had also been with 
Federal Bureau of 
Investigation. Ac- 
tive in a number 
of legal organi- 
zations, Mr. Oakes 
is Iowa member- 
ship chairman of the insurance section 
of American Bar Assn., and also 
member of the regulation of insurance 
companies committee of that group 
and Iowa representative of Health In- 
surance Assn. of America. 


N. Y. Midtown Managers 


Elect Denda President 


New York City Midtown Managers 
Assn. has elected Michael J. Denda, 
Union Mutual, president to succeed 
Harry N. Kuesel, Phoenix Mutual. 
George T. Aranyi, New York Life, and 
Harold S. Schlesinger, Columbian Na- 
tional, were elected vice-president and 
secretary, respectively. 





Barry Oakes 












PENNSYLVANIA * OHIO © ILLINOIS * INDIANA 
MARYLAND °* 
TENNESSEE ° 
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VIRGINIA ° 


Special Ground Fioor 
Opportunities Avallabie 


toGENERAL AGENTS... 
LIFE > ACCIDENT & SICKNESS 
HOSPITALIZATION * GROUP 


MORE COMPETITIVE . . .L.I.C.A. offers a complete portfolio—policies 
filled with unusual selling features . . . loaded with advantages you can 
get your teeth into — and really S-E-L-L! 


MORE MERCHANDISING . . .We offer a hard-hitting, sales produc- 
ing program, from “mail to sale”. Everything furnished to you without charge. 
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MORE ADVERTISING ... We help you develop sales potential 
through local advertising, direct mail, quality-lead programs. 


MORE MONEY FOR YOU .. . This is truly a “ground floor” situ- 
ation. L.1.C.A.’s vigorous building program spells O-P-P-O-R-T-U-N-1-T-¥ 


for you! 


INVESTIGATE AT ONCE! 


WRITE 


Paul Reichart, Vice President in Charge of Sales 


Life Insurance Company of America 


Wilmington 99, Del 
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POLICIES 





Hancock Offers New 
Pension Trust And 
Profit Sharing Plan 


John Hancock has introduced a pen- 
sion trust and profit sharing plan pro- 
gram under ordinary and retirement 
annuity contracts, effective Jan. 1. 

The program includes a new retire- 
ment income provision, extends the 
use of endorsements involving change 
in plan and provision for increase in 
amount of annuity or income and im- 
proves the method for handling aux- 
iliary funds under blended plans. 

The specific terms of these instru- 
ments vary with the issue dates of the 
contracts to which they apply. How- 
ever, all the new retirement income 
provisions permit an _ increase’ in 
monthly income up to $20 per month 
per $1,000 of insurance under insur- 
ance policies and up to eight times the 
monthly annuity under retirement an- 
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nuity contracts with respect to income 
payments commencing between the 
anniversaries nearest the 65th and 
70th birthdays. For issues dated on 
and after Jan. 1, the new retirement 
income provisions also contain a more 
liberal table of monthly income values. 


To supplement the new retirement 
income provisions and provide addi- 
tional privileges, the company has 
adopted more liberal forms of endorse- 
ment with regard to change in plan 
for insurance policies and for increase 
in amount of annuity or income on 
retirement annuity contracts. The com- 
pany has improved its program for 
handling auxiliary funds under plans 
in keeping with the liberalizations, in- 
cluding an increase in the rate of in- 
terest guaranteed from 2% to 24%% per 
year. 

Two new group permanent policy 
forms, supplementing recent liberali- 
zations in pension trust practices, have 
been introduced. These forms, retire- 
ment income and life paid up at age 
85 with automatic conversion to an 
income at retirement, are available to 
employers with at least 100 eligible 


employes. The benefits are similar in 
many ways to those available to small- 
er groups through individual policies 
issued under a pension trust arrange- 
ment. 

The income provided by the basic 
coverage may be increased automat- 
ically to as much as $20 a month for 
each $1,000 of insurance by an extra 
payment at retirement. The funds for 
this extra payment may be accumu- 
lated in an auxiliary fund with the 
company or may be accumulated in a 
trust fund and transferred to the com- 
pany as employes retire. The cost of 
providing additional income at retire- 
ment as well as the basic premium 
rates will carry a lifetime guarantee 
for each unit of coverage which is es- 
tablished during the first five policy 
years. 

Maximum amounts of insurance 
with and without evidence of insur- 
ability are based on the size of the 
case in accordance with usual group 
practices. A supplemental retirement 
annuity provision is available to pro- 
vide the annuity portion of the cover- 
age where the insurance portion is 
limited by the size of the case or the 
employe’s health. 























Now--- LNL’s New 
PREFERRED-VALUE POLICY 


its fieldmen. 


The 


Now, the Preferred-Value Policy 
is the newest plan in the LNL man’s 
extensive sales kit. It provides perma- 
nent low-cost protection along with 
unusually high cash values in the early 
years. The cost advantage of Lincoln 
National’s 4-Dimensional premiums 
make this policy doubly attractive for 
Split-Dollar sales. 

Lincoln National’s new Preferred- 
Value Policy is another reason for our 


proud claim that LNL is geared to help 


LINCOLN NATIONAL LIFE 
INSURANCE COMPANY 


Its Name Indicates Its Character 


Fort Wayne 1, Indiana 
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Kansas City Life Offers 
Participating Dividends 


Kansas City Life is offering, effec. 
tive Jan. 1, participating, annual divi- 
dend policies, in addition to the non- 


participating insurance it has been 
writing. 
The five types of insurance on 


which annual dividends will be paid 
are special whole life-90, life paid up 
at 85, 20-pay life, endowment at 65, 
and 20-year endowment. 

Addition of annual dividend policies 
will give Kansas City Life agents a 
wider range of plans to offer their 
clients, and enable the company to 
take advantage of current rates of in- 
terest which are generally higher than 
for many years. 


Mutual Benefit Life Raises 


Ordinary Age Limit To 75 

Mutual Benefit Life has increased 
the maximum issue age from 70 to 
75. Insurance will be issued at these 
higher ages on the ordinary life plan 
only. This action was taken in view 
of the trend toward the improvement 
of mortality at the higher ages. 


Imperial To Raise Dividend Scale 

A higher rate of dividends on par- 
ticipating policies to be put into effect 
in 1958 by Imperial Life of Canada 
will be the fourth and largest increase 
in the dividend scale in the past seven 
years. While dividend increases will 
vary dependent on age, plan and dur- 
ation of policy, the total amount pay- 
able in policy dividends will be 18% 
more than under the scale in effect in 
1957. It is estimated that the increase 
will add more than $500,000 in pol- 
icy-owner’s dividends, making the to- 
tal of such dividends approximately 
$3.3 million during 1958. 





Hancock Lends $5.8 Millions To 
D. C. Redevelopment Project 


John Hancock will lend $5.8 million 
to finance construction of an 8-story, 
402-unit apartment building and 8! 
modern row houses on a super-block 
bounded by 3rd, 4th, G and I streets, 
southwest, in Washington, D.C. This 
is part of a project to redevelop 561 
acres in one of the city’s most decayed 
sections. 

The Hancock mortgage, including 
discounts and costs, will yield 5.06%, 
while a comparable loan on the open 
market would bring about 6%. The 
mortgage, to be insured by federal 
housing administration, was granted 
at the lower rate due to restrictions in 
the law governing FHA-insured mort- 
gages. 


The Kentucky department has called 
a public hearing for Jan. 2 at Frank- 
fort on a proposed bill regulating credit 
life and A&S to be submitted to the 











state legislature. 
CURRENT LIFE — 
A & H OPENINGS 
Midwest Life—A & S Training 
ir. $15,000 
Midwest H. Office—Life 
Brokerage Mar. 15,000 
East Pension Actuary 13,500 
East Life—Group Manager 10,000 
Midwest A & H Group Manager 10,000 
West Coast Life Underwriting 


Superv. 8,000 


Current listings include positions in all 
areas of the country for men with all de- 
grees of Life—A & S experience. Write for 
HOW WE OPERATE—no obligation to 
register. 

Confidential handling all inquiries. 


FERGASON PERSONNEL 


INSURANCE PERSONNEL EXCLUSIVELY 
330 S. Wells St. Chicago 6, Ill. 
HArrison 7-9040 











Decemb 





Baker, h« 
New Y¢ 


Fenwic 
York Lif 
fice since 
gional gr’ 
newly 
with hea 
Davis, C 
ager sinc 
Detroit. § 
district 
since Jar 
manager 
Hanley, 
Syracuse 
ferred t 
manager. 
home of 
Boston si 
ley as S 
ager. Fra 
represent 
has been 
manager 
assistant 
Little Ro 
been adv 
ager at L 
the Detro 
been pro! 
ager at G 


Occider 


Charles 
assistant 
fice. Mr. 
with Occ 
since 195£ 

Jay Mi 
assistant 
delphia. I 


Mutual 


Miss B 
named a 
Bourland 
York at 
agency in 
to becom 
Mutual’s « 
in the con 

Winfiel: 
tual as | 
Oberheim 
been a b 
necticut C 


Berkshir 


C. Rot 
with Satt 
of Indian 
superviso} 
Berkshire 


Equitab! 

Named 
Society a1 
bus, Ind.; 
chester, } 
Williamsp 
Warren, O 
nix; Paul 
Va.; Lest 
and Russe 


Connecti 
Harry B 











er 28, 1957 


Offers 
idends 


ring, effec. 
nnual divi- 
o the non- 
has been 


urance on 
ll be paid 
fe paid up 
ent at 65, 


nd policies 
» agents a 
ffer their 
mpany to 
ates of in- 
igher than 


5 

increased 
om 70 to 
1 at these 
' life plan 
1 in view 
orovement 
S. 


id Scale 
Ss on par- 
into effect 
f Canada 
t increase 
Jast seven 
2ases will 
and dur- 
ount pay- 
1 be 18% 
| effect in 
> increase 
0 in pol- 
g the to- 
»ximately 


sTo 

st 

8 million 

1 8-story, 
and 81 

oer-block 

I streets, 

».C. This 

relop 561 

, decayed 


including 
d 5.06%, 
the open 
5%. The 

federal 
granted 
ctions in 
2d mort- 


as called 
| Frank- 
ng credit 
1 to the 





iS 
$15,000 


15,000 
13,500 
r 10,000 
r 10,000 


8,000 
in all 
all de- 

rite for 
tion to 





December 28, 1957 


LIFE INSURANCE EDITION 


FIELD CHANGES 








Provident Mutual 

New regional group offices in Boston 
nd Philadelphia have been opened by 
Provident Mutual. The Boston office, 
under the direction of Stanwood G. 
Ladd, regional group manager, 1S at 
343 Chamber of Commerce building, 
30 Federal street, and will serve New 
England with the exception of south- 
ern Connecticut. The Philadelphia of- 
fice, at 1530 Three Penn Center plaza, 
will serve eastern Pennsylvania, 
southern New Jersey, Maryland, Dela- 
ware and Washington, D. C. Harry 
M. Barkley, regional group manager 
will head the office, assisted by Frank 
G. Stull, Leo J. Riley and David A. 
Baker, home office representatives. 


New York Life 

Fenwick J. Crane, manager of New 
york Life’s Detroit district group of- 
fice since 1951, has been appointed re- 
gional group manager in charge of the 
newly organized southeast region, 
with headquarters in Atlanta. Don R. 
Davis, Cleveland district group man- 
ager since 1951, succeeds Mr. Crane at 
Detroit. Stanley R. Robinson, assistant 
district group manager at Chicago 
since January, becomes district group 
manager at Cleveland. Matthew P. 
Hanley, district group manager at 
Syracuse since 1953, has been trans- 
ferred to Tampa as district group 
manager. Augustus A. Sanfilippo, 
home office group representative at 
Boston since 1955, succeeds Mr. Han- 
ley as Syracuse district group man- 
ager. Frank S. Hall, home office group 
representative at Miami since 1953, 
has been promoted to district group 
manager at Miami. Lundy R. Gunn, 
assistant district group- manager at 
Little Rock since early this year, has 
been advanced to district group man- 
ager at Little Rock. Jack C. Leahy, in 
the Detroit group office since 1954, has 
been promoted to district group man- 
ager at Grand Rapids. 


Occidental of California 


Charles E. Trickey has been named 
assistant manager of the Denver of- 
fice. Mr. Trickey has been an agent 
with Occidental in Scottsbluff, Neb., 
since 1955. 

Jay Mitchell Ehrlich has been named 
assistant brokerage manager at Phila- 
delphia. He joined Occidental in June. 


Mutual Of New York 


Miss Bettylou Scandling has been 
named an assistant manager of the 
Bourland agency of Mutual of New 
York at New York. She joined the 
agency in 1956. She is the first woman 
to become an assistant manager in 
Mutual’s eastern region and the second 
in the company. 

Winfield Ten Eyck has joined Mu- 
tual as brokerage supervisor of the 
Oberheim agency at New York. He has 
been a brokerage consultant of Con- 
necticut General. 


Berkshire Life 


C. Robin Satterthwaite, formerly 
with Satterthwaite insurance agency 
of Indianapolis, has been appointed 
supervisor of the Bettis agency of 
Berkshire Life at Indianapolis. 


Equitable Society 


Named unit managers of Equitable 
Society are Floyd O. Brown, Colum- 
bus, Ind.; Philip J. Cichanowicz, Ro- 
chester, N. Y.; James T. Crawford, 
Williamsport, Pa.; Raymond A. Garea, 
varren, O.; James W. Glassford, Phoe- 
nix; Paul E. Glazer, Charleston, W. 
Va; Lester Goldwurm, New York, 
and Russell K. Goodwin, Birmingham. 


Connecticut General 
Harry B. Hiltz Jr. has been named 








head of the New York group pension 
office. He has been with the company 
since 1949. Dwight T. Freeburg has 
joined the New York staff as a group 
pension representative. He has been at 
the home office. 


Northwestern Mutual 


J. Kenneth Roberts, district agent at 
Fond du Lac, Wis., since 1952 has been 
named as general 
agent at Marquette 
Mich., as of Jan. 
1. He succeeds the 
late J. Rex De- 
Haas, who died in 
October after 34 
years with the 
company at Mar- 
quette. Mr. Rob- 
erts went with the 
company as an 
agent at Fond du 
Lac in 1949 and 
led the entire field 
force for four con- 
secutive years in 
number of lives insured. His agency 
won the company’s district agent’s cup 
—highest award for a district agency 
—in 1953 and 1954 and in 1957 ranked 
ninth nation-wide. Mr. Roberts is a 
member of the Million Dollar Round 
Table. 


Aetna Life 

Robert P. Anderson has been named 
special agent for North Dakota as well 
as northwestern Minnesota, replacing 
James Barrett, who resigned to enter 
the local agency business. 

Harlan J. Benshoff has been ap- 
pointed assistant general agent of the 
Fuchs agency of Aetna Life at Denver. 
He joined Aetna in 1953 and later be- 
came supervisor at Des Moines. 


J. Kenneth Roberts 


Mount Vernon Life 

The Krauss agency of Mount Ver- 
non Life has moved from Hempstead, 
N. Y., to larger offices at 20 Jerusalem 
avenue, Hicksville, N. Y. William 
Krauss is general agent and Harold 
Goldberg and Sol Javors are associate 
general agents. 


Life Of North America 


Donald L. Miller has been named 
manager of Life of North America at 
Harrisburg. He has been assistant 
manager of New York Life and pre- 
viously operated his own agency. He 
is a CLU. 


Prudential 

Andrew J. Vanbuskirk Jr. has been 
appointed district manager of Pru- 
dential in Yonkers, N. Y., to succeed 
Louis Shein, who has been appointed 
district manager at Mount Vernon, 
N. Mr. Vanbuskirk has been a 
training consultant in the regional of- 
fice in Paterson, N. J., for a year. 


Massachusetts Mutual 


William R. Massida has been ap- 
pointed regional group pension repre- 
sentative of Massachusetts Mutual in 
Boston. He has been a group pension 
representative at New York for 18 
months. 


United States Life 


Lewis Martin Realty Corp. has been 
appointed a general agency of United 
States Life at Richmond. Heading the 
life department is John R. Towell, 
who formerly operated his own gen- 
eral insurance agency. 


Un‘on Central Life 

James S. Fisk has been appointed 
brokerage manager of the Benson 
agency at Cincinnati. In the insurance 
business in Cincinnati for 11 years, he 





had been general agent of Central Life 
of Iowa before coming to Union Cen- 
tral Life. In another appointment at 
the Benson agency, Herbert J. Lar- 
mann has been named assistant man- 
ager of the pension and employe bene- 
fit department. 

Eugene R. Brumbaugh has been ap- 
pointed agency supervisor at Roches- 
ter. He has been in life insurance 
production since 1948. 


State Mutual 


State Mutual has opened a group 
sales office in Tampa, Fla. Robert A. 
Breidenbach, formerly in charge of 
the Minneapolis group office, heads the 
Tampa operation. He joined State Mu- 
tual in 1951 after group sales work 
with John Hancock in Minneapolis. 


Great-West Life 


R. C. Brown, formerly branch su- 
pervisor in Halifax, has been appoint- 
ed manager of the Montreal Victoria 
office. He is succeeded at Halifax by 
E. R. Vincent, formerly supervisor, 
field training, at the head office. Mr. 
Brown went with the company as a 
Halifax representative in 1953 and 
Mr. Vincent in 1949 as a representa- 
tive at London, Ont. 


il 


Nat:onal Life Of Vermont 


John W. Perry has been appointed 
general agent of National Life of Ver- 
mont at Portland, 
Me., effective Feb. 
1. He will succeed 
Richard L. Small, 
who has resigned. 
For the past year, 
Mr. Perry has been 
general agent of 
National Life at 
Charleston, W. Va. 
He joined the com- 
pany at Bangor, 
Me., in 1950 and 
was promoted to 
district agent in 
Houlton, Me., in 
1952 and to asso- 
ciate general agent in 1954. 
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John W. Perry 
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Not Mutual Benefit H.4A. 


Mutual Benefit Life, not Mutual 
Benefit H.&A., as stated in the Dec. 14 
issue, is the company that appointed 
William N. Thurman as general agent 
at Atlanta effective Jan. 1 to succeed 
Robert L. Foreman, who is retiring 
after 37 years of service. 











Four-way Protection 


Occidental! now offers four-way protection to 
groups of 10 to 50 employees — protection 
against loss of income due to death or disa- 
bility and protection against first-dollar hos- 
pital and surgical costs as well as the larger 
budget-wrecking medical bills. It’s all here 


in these four plans: 


1, 


2. 


HOME OFFICE: Los Angeles 
W. B. STANNARD, Vice President 


“WE PAY AGENTS LIFETIME RENEWALS .. . 


Life At Ten with a $20,000 maximum and 
an optional installment disability benefit. 
3-D featuring an executive plan paying 
executives a $100 weekly time-loss benefit. 
10-Plus Medical Expense Plan with its 
high maximums to $18 per day for hos- 
pital room and board, $500 for other 
hospital services and $350. for surgery. 





. Major Medical that has an 80-20 co-in- 


surance factor and a $10,000 maximum. 


Four ways for small-group employers to pro- 
tect their employees and four ways for Occi- 
dental representatives to earn commissions. 


"A Star in the West...’ 















THEY LAST AS LONG AS YOU DO!" 
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HteNATIONAL UNDERWRITER 


HOME OFFICE CHANGES 





Pacific Mutual 


James R. Murray, formerly claims 
representative and _ supervisor, has 
been promoted to superintendent of 
the claims division in charge of ad- 
ministration, auditing, payments and 
investigations. Albert M. Giertz has 
been named group claims supervisor 
and James R. Stewart is the new 
southwestern regional group represen- 
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SELL THE BEST: 
in insurance! 


Special plans and extra-special 
service mean fewer lost sales and 
increased income for you when 
you have United States Life to 
depend on. We may have the plan 
your client needs . . . as Broker- 
age Specialists we’ve grown 
through service into the Billion- 
in-force group. We welcome your 
surplus business and seek your in- 
quiry! We have General Agency 
openings. 


FOUNDED 1850 


BROKERAGE SPECIALISTS 
“Your best friend—in any case” 


Agency Department 

United States Life Ins. Co. 

84 William 5St., N. Y. C. 

Let’s move ahead together. Send me 
information about the Company and 
factson [J Life [] A&H [J Group. 
(J I am interested in a General Agency. 


Add 








Phone............. sisi 
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tative, in addition to continuing as su- 
pervisor of the Los Angeles district 
claims office. 


Aetna Life 


Howard A, Moreen, vice-president 
of the group division of Aetna Life, 
has been appointed 
assistant corporate 
secretary of Aetna 
Life, Aetna Casu- 
alty and Standard 
Fire. As assistant 
corporate secre- 
tary, he will assist 
James B. Slimmon, 
senior vice-presi- 
dent and secretary 
of the companies, 
who has been cor- 
porate secretary 
for 30 years. Mr. 
Slimmon plans to 
retire next fall. 
Upon his retirement, it is intended 
that Mr. Moreen will become corporate 
secretary and assume some of Mr. 
Slimmon’s other responsibilities. Mean- 
while, Mr. Moreen will retain his pres- 
ent title of group division vice-presi- 
dent but will devote a diminishing 
portion of his time to group duties as 
he works into his new responsibilities. 
He joined Aetna Life in 1936 and was 
manager of several group field offices 
pefore becoming superintendent of 
the group division in 1946. Appointed 
assistant secretary of the group division 
in 1949, he was later promoted to 
secretary, assistant vice-president and 
last February to vice-president. He is 
chairman of Health Insurance Council. 





H. A. Moreen 


Colonial Life 


Richard G. Mul- 
holland has been 
appointed manager 
of Colonial Life’s 
newly organized 
group department. 
He will be respon- 
sible for develop- 
ing all group sales. 
He joined the 
underwriting de- 
partment in 1949 
and was promoted 
to manager of the 
department in 
1955. 





R. G. Mulholland 


Equ:table Society 


Equitable Society has formed a 
group insurance administration de- 
partment. Manager of the new depart- 
ment is William R. Morgan, formerly 
an assistant controller. Assistant man- 
agers are Frank C. Byrne, policyholder 
administration bureau; Harry A. Fet- 
ten, statistical bureau; George Uhl, 
machine bureau, and A. R. Werner, 
premiums and commissions bureau. 
Other appointments in the department 
include J. H. McMackin as superin- 
tendent; Adolph Englund, assistant su- 
perintendent, and E. A. Weisman, chief 
of methods and standards. 

New responsibilities in the group de- 
partment sales area have been dele- 
gated to S. Jerold Duran, manager 
of group insurance sales; Thomas A. 
Meaney, manager of group insurance 
issue; George E. Parker, sales manager 
for special accounts, and Francis Ro- 
land, associate manager. Policyholder 
relations activities have been strength- 
ened by the appointment of John W. 
Minton as director of field assistance, 
and by the addition of two new ac- 
count managers, Edward F. Rose and 
George W. Johnson. Also moving up 
to new posts are John E. Floro, man- 
ager of departmental staff services, 
and John C. Dircks, director of group 
annuity services. 


State Mutual 


Everett R. Walker has been elected 
assistant to President H. Ladd Plumley 
of State Mutual 
and head of the 
office of planning 
and research, ef- 
fective Jan. “1, 
when David B. 
Hamilton retires 
from the position. 
Mr. Walker has 
been director of 
planning in the of- 
fice of planning 
and research since 
1956. He joined the 
company as a trav- 
eling auditor in 
1928 and entered 
the agency department in 1934. He was 
named assistant secretary and assigned 
to the office of planning and research 
in 1953. 


Great-West Life 


In two home office appointments, 
D. C. Elliott, formerly manager of field 
training, and R. E. Williams, formerly 
sales promotion supervisor, have been 
named assistant superintendents of 
agencies. Both have been with the 
company since 1950. 





E. R. Walker 


Beneficial Standard 

: Henry L. Roth 
has been named to 
the newly-created 
position of vice- 
president in charge 
of life sales. Since 
joining the com- 
pany in 1940, he 
has worked in 
every department. 
He was previously 
assistant director 
of agencies. 





Henry L. Roth 


Connecticut Mutual 


Connecticut Mutual has promoted 
David R. McIlwaine and Gaylord C. 
Weir to assistant vice-presidents—in- 
vestments and Edwin F. Schwebel to 
secretary—investments. Mr. Mc- 
Ilwaine and Mr. Weir have been fi- 
nancial secretaries since 1952 and Mr. 
Schwobel since 1954. 


Berkshire Life 


Howard J. Cadwell, president and 
chairman of Western Massachusetts 
Electric Co., has been elected a direc- 
tor of Berkshire Life. He also is a 
director of Springfield Fire & Marine. 


Mutual Of New York 


Philip A. Russell, formerly vice- 
president for securities of Mutual of 
New York, has joined Stone & Webster 
Securities Corp. as a member of the 
new business department. Before join- 
ing Mutual in 1942 Mr. Russell was a 
vice-president of First Boston Corp. 


NATIONAL LIFE & CASUALTY— 
A. L. Lombard has been appointed 
vice-president of underwriting and a 
member of the board. He has been 
chief underwriter since 1954, and has 
spent 22 years as an accountant and 
underwriter with Great Northwest 
Life, Occidental of California and 
Sunset Life. 


AMERICAN STATES LIFE—Wil- 
liam J. Cleaver has been named vice- 
president and director of life opera- 
tions. Formerly an actuary and assist- 
ant secretary of Peoples Life of Frank- 
fort, Ind., Mr. Cleaver has also been 
with Standard Life and State Life, both 
of Indianapolis, and Lincoln National 
Life. 


CANADA LIFE—W.E.C. Martin and 
G. D. Saunders have been appointed 
associate treasurers, E. H. Crawford 
and A. F. Lindsay, assistant treas- 
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urers, J. D. Milne, associate secretary 
and comptroller, Wainwright, 
associate secretary and claims officer, 
T. R. Walsh, associate secretary and 
general counsel, G. M. Brown, assist- 
ant actuary, and W. G. Davis, admin- 
istrator of general services. 


SOUTHERN UNITED LIFE of 
Montgomery—W .O .Crawford, execu- 
tive vice-president, has been elected 
president to succeed William L. Jen- 
nings, who was killed in an automobile 
accident. 





Equitable Society’s camera club has 
won first prize in the business camera 
club association’s annual color slide 
= held among 23 clubs in New 

ork. 









The Unity Mutual 
Life Insurance Company 
of New York 











Insures 
The Whole Family 


Unity agents are equipped 
to serve every need for per- 
sonal insurance. Juvenile 
policies our specialty. 


E. R. DEMING 
President 


HOME OFFICE—SYRACUSE, N. Y. 


L. J. BAYLEY 
Secretary 











MANAGEMENT 
a CONSULTANTS 











O'TOOLE ASSOCIATES 


Management Consultants 
To Insurance Companies 
Established 1945 
220-02 Hempstead Avenue 
Queens Village 29, N. Y. 








BOWLES, ANDREWS & TOWNE, Inc. 
ACTUARIES 


Insurance Comp 


tC Te. 




















» A + J 
LIFE—-FIRE—-CASUALTY 
RICHMOND ATLANTA NEW YORK 
PORTLAND 
g CONSULTANTS »)} 

IN MARKETING AND MANAGEMENT 
FOR THE INSURANCE BUSINESS 
Frank LANGT-AASSOCIATES 


521 FIFTH AVENUE 
NEW YORK 17,N.Y 


ONE NORTH LASALLE ST. 
CHICAGO 2, ILLINOIS 


service Guide 


Raiph B. Leonard & Company, Inc. 
25 Broad Street New York 4, N.Y. 
Telephone Digby 4-7485 
“Broker-Dealers in Insurance Stock" 
life — Fire — Casualty 





























ACTUARIAL COMPUTING 
SERVICE, INC. 
684 West Peachtree 
Street, N. W., Atlanta 8, 
Geergie, P.O. Box 6192, 
Tel. TRinity 5-6727. 
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FRATERNALS 
Lutheran Brotherhood _ 


Film Stars Former 
Minnesota Governor 


Former Minn. Governor J. A. O. 
Preus tells the history of Lutheran 
Brotherhood, of which he is chairman 
and a founder, in a color movie, 
“Dedication,” just released by the so- 
ciety. 

Lutheran Brotherhood was formed 
at a Lutheran church convention in 
St. Paul in 1917, although some church 
circles at that time considered life 
insurance contrary to faith in God. 

The film shows how the brother- 
hood aids the Lutheran Church by 
donating Sunday school teaching ma- 
terials, the “Pro Deo et Patria” 
awards in Boy Scouts and scholarships 
for nursing, college and seminary 
students. The film also takes the 
viewer on a tour of the home office 
building in Minneapolis. 


W.O.W. Reshuffles 
Several State Managers 


A number of changes in state man- 
ager posts have been initiated by 
Woodmen of the World, Omaha. In the 
reshuffle, the following transfers have 
been made: 

George E. McDonald, state manager 
of Arizona the past 40 years, to western 
fraternal representative. Roy W. 
Martin, state manager of southeast 
Texas, will replace Mr. McDonald, 
and R.E. Simmons, district manager 
at Kinston, N.C., in turn succeeds Mr. 
Martin in southeast Texas. 

R. E. Vance, state manager of north 
Florida, goes to similar post of New 
Jersey. William L, Steele, district man- 
ager at Newport News, Va., will suc- 
ceed Mr. Vance. 

Evan L. Evans, state manager of 
south Alabama has been given the 
additional territory of west Florida, 
and Morris F. Wiseman, district man- 
ager at Cleburne, Tex., has been made 
state manager of northeast Texas to 
replace W. A. Tidwell, who has re- 
tired. , 


Woodmen Circle Opens 


Membership To Men, Boys 


Men and boys will be admitted to 
Supreme Forest Woodmen Circle, 
membership in which heretofore had 
been limited to women and girls. 
Action to open the membership was 
taken at the fraternal’s recent nation- 
al convention at Washington D. C. 

The decision to admit males was 
brought about by repeated requests 
for all-family membership, according 
to Mrs. Florence H. Jensen, president 
of Woodmen Circle. She added that 
the new and enlarged program would 
necessitate a sizable increase in the 
number of sales representatives and 
that both men and women would be 
added to field staffs. 


Donald Jesperson Named 
Lutheran Brotherhood GA 


Lutheran Brotherhood has appoint- 
ed Donald C. Jesperson as general 
agent at Minneapolis in charge of the 
Jesperson agency in the home office, 
succeeding his father, Levi Jesperson, 
who will continue as an agent. 

Donald Jerperson has been with 
Lutheran Brotherhood since 1945, and 
his father joined the fraternal in 1943, 
becoming general agent in 1944. 
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FICA Lists Rules For 
1958 Awards Applicants 


Fraternal Insurance Counsellors 
Assn. has sent its awards qualifica- 
tions for 1958 and application blanks 
to cooperating societies. The awards 
will be announced at the FIC meeting 
May 2 in Chicago. 

Quality service awards will be 
based on 90% persistency for 1956 and 
1957 production. Applicants must pro- 
duce a minimum of $150,000 of life 
insurance in both years. Production 
awards will be made to those selling 
at least $500,000 or $1 million in 1957. 
Applicants must file their blanks and 
production and persistency records 
with the FIC awards chairman by 
Feb. 25. 


William Kellogg, Omaha _ church 
choir director and high school music 
teacher, has been named director of 
the Woodmen of the World, Omaha, 
chorus. 


Life Of N. A. Opens 
10 Offices; Zalinski 
Tells Growth Plans 


Plans to build a billion-dollar life 
company within the next 10 years 
were set forth by Edmund L. Zalinski, 
executive vice-president of Life of 
North America, at a luncheon given 
by North America companies to cele- 
brate the simultaneous opening of the 
new life company’s first 10 field of- 
fices. 

A closed-circuit telephone hook-up 
connected the offices in Baltimore, 
Chicago, Cincinnati, Cleveland, India- 
napolis, Minneapolis, New Orleans 
and Washington with the Warwick 
hotel in Philadelphia where the lunch- 
eon was held. The managers of the 
two Philadelphia offices were at the 
Warwick to be introduced personally. 

The facilities will be made avail- 
able through the 10 offices to 3,000 
independent agents in 12 states. These 
nine cities will increase to 19 by Jan. 
1. In 1958, the company will staff the 
remainder of its 45 offices in states 
where it is admitted and where ad- 
mission is subsequently granted. It 
also will establish full time agencies 
in major cities entirely separate from 
the life service offices. Mr. Zalinski 
said the company will make group life 
and major medical available to all in- 
dependent agents who produce a 
modest amount of life insurance. 








Edmund L. Zalinski, executive vice- 
president of Life of North America, 
is shown speaking at a luncheon in 
Philadelphia celebrating the simulta- 
neous opening of the new life com- 
pany’s first 10 field offices. 


Equitable To Disburse 
Record Dividend 


In a record 1958 a@.vidend payment 
to policyholders, Equitable Society will 
disburse some $80.6 million in ordinary 
insurance and annuity dividends in 
1958. This is about $5 million more than 
in 1957, also a record year. 

While the 1957 scale, in general, 
continues into next year for ordinary 
policies, several liberalizations have 
been made. These include an increased 
interest rate of 3.15% on dividends and 
policy proceeds left on deposit, and a 
more liberal scale of dividends for most 
single premium annuity contracts. 


Don’t Fear Client's Lawyer, 


Accountant, Brokers Told 


NEW YORK—Don’t be afraid of co- 
operating with the client’s attorney 
and accountant, George C. White, life 
manager of the Jaffe agency in New 
York City, told several hundred brok- 
ers at a forum sponsored by the agen- 
cy. 
“Doing justice to a client’s best in- 
terests requires specialized knowledge 
and mutual cooperation of a team of 
experts,” he said. “Frankly I’ve made 
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more sales with the help of a pros- 
pect’s other advisers than I’ve lost be- 
cause of them. And you will too, if you 
give them a chance.” 

Mr. White concluded his discussion 
of business life insurance by saying 
that the subject is not a hallowed 
mystery but business life insurance is 
hedging, is credit, indemnification, 
loss-prevention, a sinking fund, de- 
preciation, debt retirement. 

“In a word, it is all the things the 
prospect is familiar with and practices 
in valuing his business possessions,” 
he said. “If he is indisputably greater 
than any of the parts which go into 
making up his true worth, isn’t it only 
ee to insure first things 
irst?” 


Agents Ask F unds For Second 
Inter-American Conference 


The second Inter-American Confer- 
ence of Life Underwriters is seeking 
funds in order to carry on its work. 

Contributions are being requested 
of agents or companies who plan to 
attend the second conference at Mi- 
ami in July. The money should be sent 
to the second conference, P. O. Box 
4666, San Juan, Puerto Rico. A number 
of delegates who attended the first 
conference last summer in Puerto Rico 
made contributions. 








Executive 10 


TOP TERM RIDERS 


Mortality) 








Please Write, C. H. Heyl, Vice-President and Director of Agencies 





Are the reasons 


BANKERS LIFE of NEBRASKA has shown 


such a TREMENDOUS INCREASE 
in BRONERAGE SALES 


(eee THE EXECUTIVE LINE ($25,000 Minimum) 
Executive Special — The Return Premium Executive — 


THE BUSINESS SPECIAL ($10,000 Minimum) 
(eer THE SIXTY-FIVE SPECIAL ($10,000 Minimum) 


THE PREMIUM INVESTMENT PLAN 
(20-year guaranteed premium return) 


THE PROGRESSIVE BENEFIT PLAN 
(exclusive Juvenile Plan) 


PARTICIPATING ANNUITIES 
PARTICIPATING SETTLEMENT OPTIONS 


(Return Premium Rider-Level Term, Additional Protect. 


ion Rider, Family Income Rider Available For 25 Years) 
[fe UNDERWRITING (substandard Risks up to 500% 


We Invite Inquiries 
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FizeNATIONAL UNDERWRITER 


Oppose Regulation Of Welfare Funds 


(CONTINUED FROM PAGE 1) 


the benefits, including the choice of 
agents, insurers, investment advisers, 
actuaries and custodians. 

Another opponent of the proposal 
was Horace E. Sheldon, director of the 
industrial relations department of New 
York Commerce & Industry Assn. The 
legislature considered covering uni- 
lateral funds before enacting the law 


two years ago, and nothing has hap- 
pened since then to cause it to reverse 
the decision not to include them. 
There is no need to extend the law 
in the absence of any specific mal- 
practices which could be remedied by 
the statute. 

There are no findings of abuse suf- 
ficient to justify extension of the law 





WANT ADS 








Rates—$20 per inch per insertion—1 inch minimum—sold in units of half-inches. Limit—40 words per 
inch. Deadline 5 P. M. Friday in Chicago office—175 W. Jackson Blvd. Individuals placing ads are requested 


to make payment in advance. 
THE NATIONAL UNDERWRITER—LIFE EDITION 








INSURANCE SYSTEMS HEAD 


At least five years of insurance systems experience required, 
to direct new systems department in insurance company 
home office. 

Medium-size, mid-western city, excellent living and working 
conditions in midst of vacation country. Outstanding growth 
opportunity in expanding organization, liberal salary, profit 
sharing, and fringe benefits. 

Please direct résumé of experience, education, age, and 
general salary range to Box Y-37, c/o The National Under- 
writer Co., 175 W. Jackson Blvd., Chicago 4, Ill. 








HOME OFFICE EXECUTIVE 


Unexcelled opportunity in growth situation for insurance executive with 
broad experience in the ordinary life field to head company's principal 
operations office in Rocky Mountain area. California incorporated, well 
established company, licensed in 11 western states, Hawaii and Alaska. 
To qualify applicant should be an experienced executive in all phases of 
home office operations. Salary open. Age 40 to 45. Position has eventual 
potential of company's first executive position. Send detailed résumé 
in confidence to Box Y-17, c/o The National Underwriter Co., 175 W. 
Jackson Blvd., Chicago 4, Ill. 











HERE IS OPPORTUNITY 


Are you under 35? Can you recruit and train? Are you stymied in your 
present situation? If so you could be very much interested in our 
opportunity. 

As manager of a well established Home Office Agency with a strong 
middle western company nearly 50 years old offering a truly complete 
kit of par and non par Life Accident & Health & Hospitalization cov- 
erages. A wonderful city in which to live. Liberal salary-bonus for results. 
To a man who wants to work and prosper in our area this is an oppor- 
tunity to move with a company already on the move. Write Box Y-38, 
c/o The National Underwriter Co., 175 W. Jackson Blvd., Chicago 4, Ill. 


to all types of funds, Mr. Sheldon said. 
Any notions about the need to present 
an appearance of even-handedness 
have more to do with the quest for 
broadened coverage than with any 
real concern to correct abuses. The 
proposal to cover programs, in addi- 
tion to funds, would subject a great 
variety of informal benefit plans to the 
law and would serve no _ purpose. 
Wholesale extension of coverage would 
pose the danger of serious dilution of 
controls by increasing the magnitude 
of the administrative operation. 

Inclusion of unilateral plans would 
place a great burden on employers 
who would have to meet these higher 
expenses by adding to their adminis- 
trative costs, agreed Meyer M. Gold- 
stein, head of Pension Planning Co., 
New York consulting firm. 

Martin E. Segal, who heads a New 
York firm of consultants on welfare, 
health and pension programs, com- 
mented on this proposal and the 16 
others on the agenda. He noted that 
coverage of all unilateral and joint 
funds is consistent with employe wel- 
fare fund laws in some other states 
and with bills introduced in the last 
session of Congress by the administra- 
tion and Sen. Douglas of Illinois. He 
did not say whether he opposed or 
favored the unilateral proposal, how- 
ever. 

A letter from United Mine Workers 
of America said no amendments 
should be made to the law until more 
experience is obtained. 

Members of insured welfare funds 
have all the advantages flowing from 
the comprehensive state supervision 
of insurance companies, while employ- 
es covered by direct payment funds 
have none of these safeguards, accord- 
ing to Eldon Wallingford, associate 
general counsel of LIA, who spoke 
for ALC also. The welfare of those 
under self-insured plans will be served 
best by requiring adherence to the 
same standards governing those doing 
an insurance business. ALC and LIA 
do not claim that the insurance busi- 
ness involved should be written 
through insurance companies, but they 
do feel that whatever organization 
performs this insurance business 
should comply with New York’s pro- 
tective regulatory standards, Mr. Wal- 
lingford declared. 

It was reported that New York 
State Brokers Assn. will file a state- 
ment opposing the inclusion of uni- 
lateral plans in the law. 

Mr. Pike and Mr. Lackman said their 
organizations \oppose an amendment 
that would give the banking depart- 
ment jurisdiction over all registered 











WANTED TO BUY 


Small or medium size Life Insurance Com- 
pany. Replies confidential. PIONEER IN- 
VESTMENT COMPANY, P O. Box 463, 
CHICAGO 90, ILLINOIS. 











EXCLUSIVE 


Pd A CHALLENGING OPPORTUNITY 


for CAREER ACTUARY 


Granted to qualified applicants to spear- 
head expansion program in Texas. Top 
commissions, Vested Renewals, Exclusive 
Territory, Over 100 Rate Book Policies, 
Special Policies, A&H and Hospitalization, 
Group and Credit. Open mind on other 
new policies. Bring us your ideas. Our 
Agents know of this ad, so write in confi- 
dence, to: Agency Director, Box Y-33, c/o 
National Underwriter, 175 Jackson Blvd., 
Chicago 4, Illinois. 











in new Actuarial Division of 50 year old 
Life and Accident Health Company. Age 
and experience open. Prefer man with at 
least five years experience, who has com- 
pleted most of his exams, or willing to do 
so. Job will appeal to man with vision and 
ability to meet the challenge of an ex- 
panding opportunity within company man- 
agement. Write Box X-6C, c/o The National 
Underwriter Co., 175 W. Jackson Blvd., 
Chicago 4, Ill. 





GROUP SALES MANAGER 


We need a successful sales background and 
dynamic leadership for growing operation in- 
volving twenty-five group representatives and 
over 300 Agency offices. Give us your full story. 
All replies confidential. Box Y-35, c/o The Na- 
tional Underwriter Co., 175 W. Jackson Blvd., 
Chicago 4, Ill. 








ACTUARIAL STUDENT 


Midwest ordinary company with over $300 mil- 
lion in force. Varied duties in Actuarial Depart- 
ment. Study time, liberal benefits, opportunity. 
Salary $6,000 to $8,000. Write Box Y-34, c/o The 
National Underwriter Co., 175 W. Jackson Blivd., 
Chicago 4, III. 
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funds administered wholly or partial.| 
ly by a bank acting alone or with oth.| 
ers as a trustee or agent and perform.’ 


ing functions beyond those of an ip. 
vestment adviser, custodian or depogj-| 


tary and vesting jurisdiction over aj! 


other registered funds in the insurance) 
department. 
The line should be drawn between] 
those funds in which a bank acts 
merely as custodian of the cash or 
property and those in which a bank! 
performs some function beyond that! 
of mere custodian, Mr. Lackman saiq' 
Mr. Pike agreed that it is difficult to 
draw a line of demarcation and said 
ALC and LIA will present their own 
proposal on this matter later. 





Another proposal would give the in. 
surance superintendent discretion to 
waive annual reports and examina. 
tions of funds covering less than 10) 
employes. Mr. Pike doubted that many 
joint funds have less than 100 mem. 
bers. 

Mr. Pike and Mr. Lackman calle 
for further study of a proposal to 
prohibit any officer or employe or per. 
son retained by a fund from engaging 
in any activity which might represent 
a conflict of interest. Although in fa. 
vor of the principle, Mr. Segal won- 
dered whether such a provision i; 
necessary for attorneys, accountants, 
consultants, actuaries, banks and in. 
surance companies in view of the ex- 
isting limitations on their actions. 

Another proposal would require the 
superintendent’s approval of a fund: 
investment in any stock, obligations o 
other property of a participating em- 
ployer if the amount of the investmen 
exceeds 10% of a fund’s assets. Ap. 
proval also would be required for in- 
vestment in the voting stock of a con- 
tributing employer in excess of 5% of 
the employer’s voting power. Although 
Mr. Segal endorsed this proposal, Mr. 
Lackman said the approval of the su- 
perintendent would amount to a high 
degree of regulation rather than dis. 
closure. 

Mr. Pike, Mr. Lackman and Mr. Se 
gal opposed a proposal to require ap- 
proval by the superintendent of any 
merger of consolidation of registered 
funds. Mr. Lackman said the law is 
basically a disclosure statute, not a reg- 
ulatory code. In cases where mergers 
may be in order, substantial sums of 
money could be lost by delays, such a 
those which might be caused by seeking 
advance approval of the superintend- 
ent, said Mr. Segal. 





























Mr. Pike said an amendment to pro- 
hibit anyone from receiving compen- 
sation from a fund based wholly o 
partly on a percentage of premiums, 
commissions, dividends or retrospect: 
tive rate credits in connection with # 
covering policy would cast a cloud 
over the method of paying agents. 

Mr. Pike and Mr. Lackman both 
felt there is no need for an amend- 
ment to create a 13-member advisory 
council to make recommendations 0 
the employe welfare fund act. They 
said the banking and insurance de- 
partments are competent to recommend] 
any necessary changes. 

Mr. Pike, Mr. Lackman and Mr. Se 
gal also opposed a proposal to give the 
superintendent power to take over a 
employe welfare plan for insolvency 
or other specifically defined reasols: 
Mr. Pike wanted to know how a funt 
can be ruled insolvent, particularly 1 
cases of pension funds which are only 
partially funded. Insolvency would bé 
a matter to be decided by the courts 
Mr. Lackman said. 
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LIFE INSURANCE EDITION 


Peoples Lite, Midland Natl. Sold For $10 Million 


(CONTINUED FROM PAGE 1) 


going into the life business either by 
purchase or formation of their own 
insurers. Within 18 months Federal 
has bought Colonial Life, and St. Paul 
F.&M. has bought Western Life, and 
life companies have been organized by 
American Surety, North America, 
General of Seattle, United Pacific, 
American Casualty, and, a little earlier, 
Security of New Haven. 

Home, which is a stock company, 
has no connection with Home Life of 
New York, a mutual company. Home 
was organized in 1853 with $500,000 
paid-in capital. As of last Dec. 31, it 
had authorized and outstanding cap- 
ital of $20 million. The company has 
facilities for writing practically all 
non-life hazards. Most of the casualty 
coverages are written through Home’s 
wholly owned subsidiary, Home In- 
demnity. 


Peoples Life operates in Indiana, 
Michigan, Ohio, Illinois, Iowa and Cal- 
ifornia. As of June 7 when it was 
purchased by the Murchison interests, 
it had $150 million of insurance in 
force. Peoples Life was bought by the 
Murchison interests to become a mem- 
per of Life Companies Inc., in which 
it joined Atlantic Life of Richmond, 
Lamar Life of Jackson, Miss., and 
Midland National Life of Watertown, 
S. D. as a group of insurers. The par- 
ent Life Companies Inc., organized in 
1955, confines its operations to rein- 
surance of life, A&S and annuity busi- 
ness derived principally from its con- 


trolled companies. Life Companies 
was sponsored and is controlled by 
the Murchison interests of Dallas, 


whose president is John D. Murchison 
and whose vice-presidents include 
Robert V. Hatcher, president of Atlan- 
tic Life, and P. K. Lutken Sr., presi- 
dent of Lamar Life. 


Home has some 40,000 producers 
nationally. There was no immediate 
announcement of what Home plans to 
do in the way of developing business 
through Peoples Life. President Ken- 
neth Black of Home said plans will 
be announced later. 

H. Smith Hagan, president of Mid- 
land National said the change in stock 





Sound Out Interest In 
Forming Ind. GA Assn. 


Interest in the possible formation 
of a state general agents and mana- 
gers association in Indiana is being 
sounded out by Indiana Assn. of Life 
Underwriters, and all four zone vice- 
presidents have been asked to contact 
key general agents and managers in 
their area to obtain their opinions. 

The state now has four local man- 
agers’ organizations; Evansville, Fort 
Wayne, South Bend, and Indianapolis. 
“We feel a state organization could 
coordinate the activities of these now 
un-unified locals,” said Leon Lawhead, 
National Life of Vermont, Indiana- 
polis, president of the Indiana agents’ 
association. “In addition, such an or- 
ganization could be a promotional ex- 
tension arm of the life underwriters 
group, foster new local GAMA’s in 
areas where there are enough agency 
offices to justify one, and give man- 
agers in areas where there is no local 
a chance to participate in manage- 
ment activities.” 

He also expressed the hope that 
eventually the state can have at least 
one central GAMA local in each of the 
agents’ association zones. 


ownership would mean no change in 
the present independent operation of 
Midland National except that it would 
be expected to accelerate the present 
rate of growth. No change in the op- 
erating personnel, nor the policies of 
the company, nor the location of the 
home office of the company is an- 
ticipated. 

Midland National expects to have 
total insurance in force on Dec. 31 of 
more than $185 million. It is licensed 
in 15 states, Alaska and Europe. Its 
total paid business in 1957 will be 
about $50 million, 20% more than 
1956, the previous record. 


Companies Closing Big 
Year Despite Downturn 
In Number of Lines 


(CONTINUED FROM PAGE 1) 
checked. Without making a long dis- 
cussion of it, it may be said that most 
agents feel large group business to be 
definitely detrimental to them. They 
feel that it limits their sales of in- 
dividual policies, and that because of 
this the companies are in reality in 
competition with them. They point to 
group cases which cover employes in 
such large amounts that those in these 
groups are just about eliminated as 
individual prospects. 

With all the success that life com- 
panies have had this year, most gen- 
eral agents and managers are still 
plagued with the problem of financing 
new agents. This is something that 
costs a great deal more nowadays 
than it did even a few years ago. The 
average man with a family needs at 
least $400 or $500 a month to meet his 
living expenses. Many men are at- 
tracted to the life insurance business 
who are earning $7,500 to $10,000 a 
year, and the question of their being 
financed during their first months in 
the business becomes one of great im- 
portance to them. 


There are many who simply cannot 
“get by” with $400 or $500 a month, 
and as a consequence general agents 
and managers have found themselves 
this year being owed more money by 
agents they are financing than ever 
before in the past. Some companies 
have recognized the importance of this 
problem and have cooperated with 
their general agents and managers 
more than formerly, but there are still 
a great many general agents and man- 
agers who are not recruiting as ex- 
tensively as they might if they had 
greater facilities for financing agents. 

Entirely aside from the financing 
of agents though, it is true that most 
general agencies and branch offices 
are not bringing as many new men 
into the business as should be re- 
cruited. In many cities the tendency 
is growing to rely more heavily than 
in the past on brokerage business. 
There are plenty of life offices all 
over the country that show a nice in- 
crease in business this year, but upon 
analysis it is found that too high a 
percentage of it has come from bro- 
kers. 

Brokerage business is easier to get 
than it was and more life offices are 
going after it, but at the same time 
they are neglecting the building up of 
a staff of full-time agents. Some com- 
panies have not frowned upon this, 
taking the position that they are in- 
terested in volume and if they are 


getting it they do not want to be too 


critical of the fact that much of it 
comes from brokers. 

A surprising number of companies 
are calmly confident that 1958 will 
show an improvement in all categories 
over 1957. They recognize that there 
will be something of a downturn in 
the economy, but they believe that the 
need for life insurance is so great, 
and the opportunities for selling it 
are so numerous that the year ahead 
will bring something of the same sort 
of increase over 1957 as 1957 did over 
1956. They are planning accordingly. 

One company after another is ex- 
panding its territory, entering not one 
but several new states, and showing a 
willingness to spend the money for 
the establishment of an agency or- 
ganization in new territory. In fact 
many companies are counting on new 
territory for most of their increase in 
the year ahead. 


The worst that most company offi- 
cials have to predict about the prob- 
able 1958 results is that life insurance 
will be somewhat harder to sell next 
year than it has been in 1957. They 
certainly do not believe that more dif- 
ficult sales conditions are going to 
produce less business in 1958 than 
this year. They believe that the same 
opportunities will be present next 
year as existed in 1957 and that the 
agent who works rather harder in 
1958 will do not only the same busi- 


1S 


Nw Mutual To Hold 
40th Eastern Regional 


Approximately 700 Northwestern 
Mutual Life agents, their wives and 
guests, are expected to’attend the 40th 
annual two-day eastern’ regional 
meeting January 6-7 at the Waldorf- 
Astoria. 

Agents from the entire eastern sea- 
board, will participate in the meeting 
which—since Northwestern will be 
101 years old in 1958—will be built 
around the theme of “Making the Most 
of Our New Century.” 


Harry Krueger, general agent at 
New York City, is general chairman 
and J. V. Talbot, general agent at 
Newark, is arrangements chairman. 
Other members of the committee 
planning the meeting, who will also 
serve as chairmen for individual ses- 
sions, are: Royall R. Brown, district 
agent Winston-Salem, N. C.; Noel W. 
Salomon, district agent Hampton, 
N. H.; James W. Runk, special. agent 
Harrisburg, Pa.; and Edward S. 
Churchill, special agent Hartford. Ray- 
mond C. Hurd, special agent Syracuse, 
is chairman of the reception commit- 
tee. 





ness but will increase his volume. 
They appear to be sincere in what 
they say about this and not just in- 








ACTUARIES 








CALIFORNIA 


COATES, HERFURTH & 
ENGLAND 


Consulting Actuaries 





San Francisco Denver los Angeles 











GEORGIA 


RINTYE, STRIBLING 
& ASSOCIATES 


Consulting Actuaries —Insurance Accountants 
Pension Consultants 





Atlant. 


dulging in wishful thinking. 
IND. & NEB. 


Haight, Davis & Haight, inc. 
Consulting Actuaries 


ARTHUR M. HAIGHT, President 
Indianapolis - Omaha 














MISSOURI 
NELSON and WARREN 


Consulting Actuaries 
Pension Consultants 


ST. LOUIS KANSAS CITY 








William-Oliver Bldg. 
SAckson 3-7771 











GA. VA.-N.Y. 
BOWLES, ANDREWS & TOWNE, INC. 
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ILLINOIS 





CARL A. TIFFANY & CO. 
CONSULTING ACTUARIES 


211 West Wacker Drive 
CHICAGO 6 


Telephone CEntral 6-1288 





NEW YORK 





Wolfe, Corcoran and Linder 
Consulting Actuaries 
Insurance Accountants 


Employee Benefit Plan Consultants 
116 John Street New York 38, N. Y. 











PENNSYLVANIA 


Lenard E. Goodfarb, F.S.A. 
Consulting Actuary 





Market Street National Bank Building 
Philadelphia 3, Pa. Rittenhouse 6-7014 











WASHINGTON & 
CALIFORNIA 





CHASE CONOVER & CO. 
Consulting Actuaries 
and Insurance Accountants 


Telephone WAbash 2-3575 
332 S. Michigan Ave. Chicago 4, Ill. 








Milliman & Robertson 


Consulting Actuaries 


400 Montgomery St. 
San Francisco 4, Calif. 


914 Second Ave. 
Seattle 4, Wash. 
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Name W.R. Jenkins 
New President Of 
Columbian Mutual 


W. Robert Jenkins, former lst vice- 
president and director of Northwestern 
National Life and 
recently an inde- 
pendent sales con- 
sultant, has been 
elected president 
of Columbian Mu- 
tual Life of Bing- 
hamton, N. Y. 

He succeeds 
Robert M. Neild, 
who died of a 
heart attack in 
August. In the in- 
terim, Raymond D. 
Dewey, chairman 
of First-City National bank of Bing- 
hamton and a director of Columbian 
Mutual, has acted as executive vice- 
president. 

Mr. Jenkins joined Northwestern 
National in 1935 to organize a research 
department. He became sales director 
in 1938, vice-president in 1944 an Ist 
vice-president and a director in 1951. 

He was chairman of the agency 
section of American Life Convention 
in 1951 and is a former director of 
LIAMA. He has written articles on 
life insurance sales and market 
problems. 





W. R. Jenkins 


State Life Company 
Management Seminars 
For May 18-June 13 


The School of Insurance Adminis- 
tration will conduct another seminar 
in life company management at the 
Lake Placid Club, Lake Placid, N.Y., 
from May 18 to June 13. 

The faculty will include Charles F. 
Andolsek, vice-president of Equitable 
Society; Doane Arnold, vice-president 
of New England Life; Grant L .Hill, 
vice-president of Northwestern Mutu- 
al; H. Bruce Palmer, president of Mu- 
tual Benefit Life, and Sterling T. 
Tooker, vice-president of Travelers. 

The seminar is open to men in ad- 
ministrative posts in American and 
Canadian home offices. It is designed 
to train men in management princi- 
ples and administrative techniques 
applicable in any department. 

Subject to minor revisions, the sem- 
inar will cover the approach to top 
management, agency administration, 
processing new business, policyholders 
service, investments, claims and set- 
tlements, controllership, office auto- 
mation, administrative techniques, co- 
ordination and control, organization of 
a life company, public relations for a 
life company, group projects, human 
relations, work standards, legal as- 
pects, techniques of supervising, man- 
agement development, personnel 
administration and leadership. J. 
Owen-Stalson is director. 


Continental Office Moves 


The Chicago office of Continental 
Assurance, of which J. Gordon Michaels 
is manager, has moved from the sev- 
enth floor to larger quarters on the 
ninth floor of Insurance Exchange 
building there. The offices have been 
completely done over and all new and 
modern furniture has been added. Ac- 
cording to Mr. Michaels, the unit’s 
a has increased more than 25% 
inl " 


FeNATIONAL UNDERWRITER 


Three Associations Distributing Tax Study 


(CONTINUED FROM PAGE 3) 


law applicable to life companies has 
been based on the premise that the 
only income of a life insurance com- 
pany is its investment income. Under 
this approach, principles applicable 
to mutual life companies are relied 
upon in determining what is corporate 
income subject to taxation. 

The memorandum then explores this 
investment income method developed 
in 1921. Since that year Congress has 
exacted a tax on a portion of each life 
company’s net investment income re- 
duced by certain deductions, princi- 
pally a credit for reserves and other 
policy liabilities. 

“This credit has always been deter- 
mined on some arbitrary basis chosen 
for practical reasons after considera- 
tion of the long-term obligations of 
the companies and the social aspects 
of the problem in v:ew of the fact that 
the tax burden will fall primarily on 
small savers. 


“During a period of 35 years, six 
different statutes based upon the in- 
vestment income theory have been en- 
acted. Three of these statutes, enacted 
in 1921, 1932 and 1942, were adopted 
as permanent legislation. Those en- 
acted in 1950 and 1951 were stop-gap 
laws, and the 1951 law was extended 
to cover tax years 1952, 1953 and 1954 
as temporary legislation. The Mills 
law adopted in 1956 was originally 
designed as permanent legislation, but 
in the absence of Treasury approval 
was limited to tax year 1955,” the 
study says. 

Terming the Mills law the “most 
simple and practical method of taxa- 
tion so far developed,” the tax mem- 
orandum continues: 

“The Mills bill as originally intro- 
duced embraced four important prin- 
ciples which the life insurance busi- 
ness feels are essential to a sound 
company tax law. Three of these are: 
(a )investment income is an equitable 
and practical tax base; (b) an ade- 
quate credit for reserves, which is 
large enough to preserve their in- 
tegrity and provide also for unfore- 
seen contingencies, is essential; (c) 
stock and mutual companies should 
be taxed on a non-discriminatory ba- 
sis. In addition to incorporating these 
basic provisions, the bill contained a 
number of new features not found in 
earlier tax measures such as an im- 
proved definition of income, safe- 
guards against tax avoidance, and a 
new method for the taxation of A&H 
insurance,” the study says. 


“The fourth principle of the Mills 
bill was embodied in provisions which 
granted a measure of relief in the case 
of insured pension funds, individual 
annuity contracts, settlement options 
and kindred categories. These relief 
provisions of the bill were deleted by 
the Senate finance committee without 
prejudice, because time would not 
permit hearings before the committee 
on the merits of these new provisions. 
This action by the Senate finance 
committee resulted in substantial 
changes in the original bill and added 
to the tax burden of the polichholders 
of many companies, Notwithstanding, 
the companies continued to support 
the Mills bill, reserving the right to 
request reconsideration of the deleted 
provisions at some future date. 

“The Mills Law has greater simplic- 
ity compared with other methods of 


taxation considered by the ways and 
means committee. It does not levy a 
tax on life insurance premiums paid 
by policyholders which are capital 
contributions and not income. It dis- 
tributes the tax burden among com- 
panies according to volume of invest- 
ment income. It is consistent with 
precedent and avoids a radical change 
in the incidence of the tax. From the 
government’s standpoint, the Mills 
law provides a stable and substantial 
source of revenue which will not be 
subject to violent fluctuations as was 
the case under earlier laws. More- 
over, as the business grows and more 
investment income is earned the ag- 
gregate tax revenue will steadily in- 
crease. For all of these reasons the 
life insurance companies advocate the 
approach of the Mills law and urge 
that it be enacted as permanent legis- 
lation.” 


President May Ask 
Merger Of Veterans 
Pensions With SS 


According to reports in administra- 
tion circles, President Eisenhower is 
expected to propose next year that 
the system of veterans’ pensions be 
merged with social security. He also 
may ask Congress to amend veterans’ 
laws and regulations to reduce pay- 
ments to veterans by an estimated 
$300 million the first year, with bigger 
savings in later years. 

The President is reported to have 
adopted, in principle, recommenda- 
tions of a special commission headed 
by Gen. Omar Bradley which suggest- 
ed that the OASI and public assist- 
ance programs’ be_ considered as 
replacing at least partially the old sys- 
tem of military pensions. 

Reduction, if not elimination, of free 
hospitalization for veterans suffering 
from non-service-connected disabili- 
ties, except in cases of inability to pay, 
also is said to be included in the 
White House proposals. 


N. Y. Leads Big Cities 
In Nov. Rate Of Gain 


New York led the large cities in 
rate of sales increase in ordinary sales 
for November, according to LIAMA, 
being 18% ahead for the month and 
21% for the year. Other big-city per- 
centage gains for November and the 
year to date respectively are Boston 9 
and 13, Chicago 9 and 22, Cleveland 
13, and 2, Detroit 2 and 16, Los An- 
geles 10 and 18, Philadelphia 13 and 
33, St. Louis 11 and 34. 





New Handbook Published 


For Kansas 

A new Underwriters Handbook 
of Kansas has just .been published 
by the National Underwriter Com- 
pany. It provides complete and up- 
to-date information on the agencies, 
companies, field men, general 
agents, groups and other organiza- 
tions affiliated with insurance 
throughout the state. Copies of the 
new Kansas handbook may be 
obtained from the National Under- 
writer Company at 420 East Fourth 
street, Cincinnati 2, Ohio. Price, 





$12.50 each, 
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Southwestern Life V-P 
Soelter To Retire 


Gerard L. Soelter, vice-president 
and controller of Southwestern Life, is 
retiring Dec. 31 after a long career at ; 
the home office in Dallas dating back 
to 1918. 

Joining the company as a clerk in, 
the actuarial department, he ..as/ 
served as accounting supervisor, av. | 
ditor, assistant secretary, and secre. 
tary. He became vice-president and 
controller in 1954. 

As secretary, Mr. Soelter helped 
guide the development program of 
employes through courses offered by 
Life Office Management Assn. He was 
national president of LOMA in 1954. 
55, following two terms on the nation. 
al board and two years on the asso. 
ciation’s educational council. 














Eichhoff ToGAMC . | 
Board; Stretch Resigns 


Darrell D. Eichhoff, manager of Met. 
ropolitan Life at Rock Hill, Mo., has 
been named a director of Genera] 
Agents & Managers Conference of Nz. 
tional Assn. of Life Underwriters un. 
til the next annual meeting. 

Mr. Ejichhoff succeeds James £ 
Stretch, who resigned after his pro. 
motion from district manager of Met. 
ropolitan Life at Fort Lauderdale t 
assistant vice-president. Mr. Eichhoti 
will take over Mr. Stretch’s duties x 
chairman of the operations manu 
and the district agency managemen 
committees. 











Jan. 13-18 Is Brooklyn 


Life Insurance Week 


Jan Cashmore, president of th 
borough of Brooklyn, has designate 
Jan. 13-18 as Life Insurance week 
He presented his proclamation t 
Marvin L. Carlton, New York Life 
president of the Brooklyn branch 0 
New York City Assn. of Life Under. 
writers, and Wilbur Neustein, Pm- 
dential, chairman of the event. M 
Neustein will provide 50 speaker 
from among the members for busines, 
social, civic and fraternal organiza 
tions during the week. 





Washington D.C. GAs 
Name Holleman To Helm 
















W. Holleman, Home Life, presiden! 
for 1958. He succeeds Tinsley Adams 
Other new officers are James W. Mer: 
ritt, Prudential, vice-president, an 
Joseph F. Euler, Aetna Life, secre: 
tary-treasurer. Elected to the boar 
are: Charles F. Suter, Massachusetts 
Indemnity; Wayne E. Dorman, P 
Mutual; Walter C. Hughes Jr., Acacia 
and Quentin C. Aanenson, Mutual 0 
New York. 


Hancock Spreads Christmas Ch 


Instead of sending Christmas c 
and gifts to their co-workers, Jo 
Hancock medical department em 
ployes pooled their money to buy p 
ents for children at Boston Nursery f 
Blind Babies. 

The general agency division of 
underwriting department gave cloth 
ing to emotionally disturbed teenag 
at Metropolitan State hospital. Em 
ployes in the group annuity a 
istration department are working 
a long range project to accumulate. 
$16,000 fund for furnishing a room 
the children’s research center at 
ton Children’s hospital. 
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« « e FOR GENERAL AGENTS AND MANAGERS the Service provides: 


1, continuous organized material unexcelled for training purposes because 


it not only covers 40 weeks of controlled study, including field assign- 
ments and thought-starting questions, to help in the organization and 
motivation of new men, but continues indefinitely to provide stimulation 
and self-training after the 40 weeks of supervised study. The Training 
Manual edited for use with the D.L.B. AGENT'S SERVICE, is flexible 


so that it can be used in any company’s program. 


continuous up-to-date source of inspiring new selling ideas and field-tested 
methods for agency meetings and bulletins, and for keeping underwriters 
on the selling track. 


continuous up-to-date production aid to help you develop career life 
underwriters who are better informed ... more skillful . . . more self- 
confident . . . and who can go out and earn more money! 


continuous problem-solver and morale-builder to help you help under- 
writers get greater frequency of sales, even during early months in the 
business. 


« « « FOR CAREER LIFE UNDERWRITERS the Service provides: 


continuous up-to-date source of new field-tested selling ideas and methods 
which help you to become better informed . . . more skillful more 
self-confident . . . and to earn more money! 


continuous problem-solver and morale-builder kept always up-to-date by 
new pages issued each month; it is especially edited to help you develop 
the highly desirable habit of continuous self-education. 


continuous personal production aid . . . hundreds of successful career life 
underwriters have testified voluntarily that the new ideas in the Service 
helped them close 10, 20, and even as many as 30 cases during the first 
weeks after they started to use it! 


continuous organized course of study that is so flexible it can be used along 
with, or after completion of, the training material offered by any life 
insurance company. 





What You Get 


Three 7x9” loose-leaf volumes containing practical, 
useable selling ideas and methods kept always up to 
date by new pages issued each month. The volumes are 
indexed and tabbed for ready reference under 14 Sec- 
tions: You, Life Insurance, Investments, Prospecting, 


Social Security, Sales Talks, Programming, Selling to 
Women, Motivation-Building Prestige, Objections, Man- 
aging Your Business, Letters-Advertising, Settlement 
Options, Closing. A handsome, sturdy, metal bookstall 
(as illustrated) is supplied with each three-volume set. 


DIVIDEND EXTRA — ODDS & ENDS ... . stimulat- 
ing digest sent as a “plus value’ monthly to all sub- 
scribers . . . is a special motivating feature of the 
D.L.B. AGENT’S SERVICE. Every month it is filled 
with practical, motivating sales ideas and fresh, grip- 
ping human-interest stories. It contains many facts 
interesting to prospects and policyowners alike. Sub- 


scribers are enthusiastic . .. call it “‘timely!", “help- 
full”, “‘inspiring!"’, and ‘‘valuable!”’. 
Guaranteed! 


If for any reason you are dissatisfied with this Service, 
return it within thirty days from date of your order 
and the price paid, plus the postage, will be refunded 
without question. This special money-back offer 
assures complete satisfaction. 


Write on your letterhead for your “approval” set today! 


D.L.B. AGENT'S SERVICE 





“The Client Building Conference 
easily represents the pinnacle 
of my training in the life 
insurance business. Never before 
has my enthusiasm been 

at such a high pitch.” 






‘| honestly believe these five 
days will prove to be the most 
beneficial | have ever spent.”’ 







“The understanding of our 
business and relationship with 
our clients that was imparted to 
us in so many ways will be ever 
valuable to all of us. There is 
no direction now, but up.” 











‘Few universities, let alone 
business organizations could 
have organized and presented 
an accelerated course in 

such an effective and 

well oriented manner.’’ 











“It is through your efforts that | 
have built greater confidence in 

myself. | now ‘understand’ the 
psychology of solving problems.” 






‘The Client Building Conference 
was truly the focal point of 
my new career with Home Life.’’ 










FAN MAIL FOR A. 
NEW LOOK IN 
TRAINING._ 


Enthusiastic is the only way to describe the response to this recent 
innovation ... Home Life’s Client Building Conference. 


This exciting new advance in home office training programs is 
broader in scope than a seminar, more comprehensive than the usual 
“school.’’ Separate conferences are held‘quarterly, for Field Under- 
writers with six, eighteen, and thirty months’ experience. 


The streamlined curriculum ranges from the philosophy of life 
insurance to advanced training in ‘Planned Estates,” business 
insurance, group insurance and: practical salesmanship. Daily 
clinics help the Field Underwriter widen his perspective of 
“Planned Estates” service. Workshop methods polish skills. Demon- 
strations and lively idea exchanges, moderated by seasoned field and 
home office personnel, help provide insight into client motivation. 


The Client Building Conference is a “new look’’ in sales train- 
ing. It is the latest innovation under Home Life’s policy of supply- 
ing continuous training that begins upon joining an agency and 
extends throughout each man’s career... a policy that has nelped 
make the training of a Home Life Field Underwriter recognized as 
outstanding throughout the industry. 


HOME LIFE INSURANCE COMPANY 
“A Cancer Underwriters’ Company" 


253-6 BROADWAY, NEW YORK 8, NEW YORK 


William P. Worthington John H. Evans 
President Vice President—Sales 




















